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No snaps—no buckles—no 
fasteners, just one quick 
pull and this Gaytees - 
ison... or off . 








APPROVED AS THE OUTSTANDING GAITER 
' STYLE BY LEADING SHOE BUYERS, FAMOUS 
PARISIAN STYLISTS AND AMERICAN WOMEN 
EVERYWHERE. GAYTEES ARE MADE ONLY BY 


4 ae | 
ie United States Rubber Company 
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10 EXPEc¢ 


SPRING LINE FOR 193, 


1 


atten 


Shoe merchants who are holding 
fast to quality will be particularly 
interested in the spring line which 
Pedigo-Lake salesmen are now 
about to present. 


AVING a skilled knowledge of quality mate- 
rials and a strong purchasing power, Pedigo- 
Lake can utilize today’s market conditions to choose between 


two distinct principles in merchandising. 


(1) Improving the standard of quality 


at former prices. 


(2) Retaining approximately the same 
quality at somewhat lower prices. 


Believing that our customers will wisely wish to keep within 


the modern popular price range fer quality (around $7.50 


/ z and $8.50), we have chosen to put most of the production 
e L O savings into the quality of our shoes. 
\S Za While creating a new standard of consumer value at these 
av L prices we are offcring to progressive stores an even more ‘ 
attractive retail mark-up than formerly. 


Cost No More Than 


They Need to—to be In no event will Pedigo-Lake swerve from the policy of mak- 
the Fine Shoes They ing only shoes that will win prestige, good-will and repeat 
Are business for the stores they serve. 


Pe digo -lake Shoe (‘. 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 





PPE 
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Va 


Shows a GAI 


in shipments for 


1931 over 1930 


Ff 887 


That’s a sign of the times, certainly. A sign of good times for 


Vitality dealers. 


Baby Adele Kendlar 


All the world loves a baby—and 
Baby Adele most of all. She’s 
just seven, and already the juve- 
nile star of radio. She’ll attract 
both grown-ups and children to 
her Vitality broadcast Nov. 18. 


And with Vitality salesmen already showing handsome new 
_ lines for Spring, the percentage will probably go even higher. 
How high, we shan’t predict. But we can say this: Vitality sales 
always show a healthy state that overrides adverse conditions. 
That’s only natural, though—when you consider these important 


factors: 

Every week Vitality’s popular radio stars attract countless 
new customers for Vitality dealers. 
Vitality’s complete line of quality, all-leather shoes provides 
“a perfect fit for every foot”—for men, women and children. 
Complete In-Stock Service direct from St. Louis insures 
quick turnover with low investment. 

Manufacturing advantages of the International Shoe Com- 


pany offer outstanding value—in a year when value is 
all-important. 


EE 


Branch of International Shoe Co. 


For Women, AAAA to EEE, sizes 2-11, to retail at $5 and $6. 
For Men, AAA to G, sizes 5-14, to retail at $5 and $6. 
For Boys, A to E, sizes 1-6, to retail at $4 and $5. 
For Children, all runs, to retail from $2.25 to $4.00. 


Vitality Shoe Company 


1509 Washington Ave. 






A headliner in vaudeville, Miss 
Roye is acclaimed as the origi- 
nator of a new kind of rhythm 
in song. With Freddie Rich and 
his Vitality orchestra, she’ll make 
November 11 a big night for 
Vitality. 





Tune In 


Every Wednesday Evening 
10 P.M. 
Eastern Stancard Time 
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Boston ....... . 
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nitized 
De Luxe 
by Johansen 


(Che “SUNDOWN” 


An exquisitely fashioned san- 

dal for evening wear offered 

from STOCK in the new Uni- 

tized DeLuxe process — 

No. 5352 Black Crepe .. . $4.50 

No. 5353 White Crepe .. . $4.50 
AAA to B 








“Gwo Interesting Features 


1... Flattering to the eye... In eliminating the insole 
from the ball forward, we have lightened the appear- 
ance of the shoe to such an extent that it appears from 
one-hallf to a full size smaller on the foot, which, of 
course, appeals to a woman’s vanity. 

9... Flexibility... The uniting of the upper to the sole 
forepart void of an insole permits the utmost in flexibil- 
ity. Even though overweight soles are used, any desired 
edge effect is obtained. 

During the National Seasonal Opening and Shoe Display 


Week Johansen shoes will be displayed at Suites 710-12-14 
COMMODORE HOTEL 


Johansen Bros. Shoe Co. 


ST. LOUIS, U.S.A. «~ NEW YORK STYLE STUDIO, 857 MARBRIDGE BUILDING 
Exclusive Makers of Women’s Fine Footwear For 55 Years 
al 
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A Step of Progress 


in the 


Manufacture 


of 


“‘JoBo” Shoes 


am who are successfully merchandis- 


ing ““JoBo Shoes,” as well as the trade at large, will be 
interested in knowing that we are using the Cement Pro- 
cess method of uniting the sole to the upper in manufactur- 
ing our entire production. 











so very smart 


REGISTERED TRADE MARK 











y 





We have used this method for a number of years in our 
St. Louis plant with great success, having given the utmost 
satisfaction to retailers and consumers. 


Everyone will welcome this new feature that will effect 
a great improvement in the lightness of appearance — 
beauty of line and fitting qualities of ““JoBo Shoes.” 


With all these added features, ““JoBo Shoes” are priced 
so they can be retailed very profitably at $5. Inspect this 
line and understand why retailers everywhere are featur- 
ing ““JoBo Shoes” exclusively in their grade. 


During the National Seasonal Opening and Shoe Display 
Week JoBo shoes will be displayed at Suites 710-12-14 
COMMODORE HOTEL 


BARNES QHOE © =:25e5%, 
Branch of (Johansen Bros. Shoe © St. Louis, Mo. 


be sl 
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A New Level of Profits 


The new Indiana SATIN FINISH created 
by BALL-BAND for Galoshes and Rubbers 
lifts these goods out of competition with jobs 
and distress merchandise to a new level of 
profitable merchandising. Do you know of 
any other line that has these profit possi- 
bilities? 





1. Exquisite new satin finish, perfect tailor- 
ing, beautiful lasts, and the trim way 
they stand up are exclusive features that 
will enthuse every floor salesman and 
every window trimmer. With such a 
line, early displays can do more than 
ever before to create early sales. 


2. Customers are charmed by the extreme- 
ly light weight, the exceptionally smart 
fit at the instep, the look and the feel 
of quality—features that are so striking- 
ly evident that wearers will gladly pay a 
price that means a good margin of 
profit. All these, combined with the al- 
lure of the NEW satin finish, will sell 
the Indiana line freely: even before the 
season opens. 


Early sales mean early profits, sure profits 
and the largest profits. As a stimulant for 
early sales and satisfactory profits all 
through the season, the new BALL-BAND 
Indiana Satin Finish line has no equal. 


We welcome orders for sample pairs or 
a request for Catalog. 





Indiana Monopul Savoy 
See Catalog Page 37 


Mishawaka Rubber & Woolen Mfg. Co. 


280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 
Dunham Bros. Co., Dept. A., Brattleboro, Vermont 


BALL-BAND 


.Galoshes—Rubbers—Tennis—Etc.—-with the Red Ball Trade-Mark 
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Our Dealers Make Money 





MUSEBECK SHOES “REPEAT”—NOTE THIS IN STOCK CATALOG 


é 








BANKER 


AA to EEE 





COMBINATION 


AA to E 





60 Miack Kid, Kang. Tips...................- $4.50 

860 As above with Arch Support Insole.......... 4.85 
+ Black Calf ........... tee eeereeceeeeeaeees 4.50 
ORTHOPEDIC 


AA to E 






2s zen Cait, Overweight 


Viscol Sole 85 
Overweight Viscol Sole.. 3.65 


ck Boarded 
7 Black Kid, Kang. Tips ee, ry 
$70 Same as above. Arch Support Insole......... 4.85 
«74 Heavy Black Kangaroo Viscol Sole.......... 4.50 


eossce — 

No. Pg: + $4.00 
to EE 

“ut a Colt, Long 
Counter, Viscol- 
ized overweight 
double sole, Bar- 
bour Stormwelt 


Police. 
- $4.00 












MUSEBECK 


Doauble-Fech Year Susight 
SHOE 


No man can be counted 
“your” customer unless the 
merits of the shoes you sell 
him will bring him back for 
a second pair. 


Musebeck shoes bring repeat 
business. That’s why our 
dealers are making money. 


Patents 
Applied 
for 
Copy- 
righted 











THE LONGITUDINAL ARCH 


(A) A thick insole with wedged heel 
seat supporting the oscalsis bone and 
center gravity of the body weight. 

(B) A special, wide, strong, guaran- 
teed Arch Support shank, wedge shape 
at heel, supports the inner and outer 
Longitudinal Arch. 





This comfortable leather Arch Sup- 
port Insole gives real relief to broken 


arches. It is built right in the shoe. 
Stock numbers prefixed with letter 
“S’’ have this insole. 





Terms 2% 20 Days, 30 Days Net 
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MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 


é 








CUSTOM 


AAA to E 





068 Black Calf ...........-.eseeeeeee eccccccces $4.50 
GE BUD CUD occ cc ci ccetecccceccncecesceseceses 4 








WALL STREET 
AAAA to F 





be +74 fo ps Arch Support Insole............ $4.85 

O13 EMM CMP Sic code sscaRivectecccsceccs<<> Qe 
BLU-OXFORDS 

$04 Black Calf Arch Support Insole............ -$4.85 

(2 3 Be 4.85 

I TEE heb Chan eOCEd8 Cee eesevCepews 4.50 


COMBINATION 
AteE 






060 Black Kid, Kang. Tips............+++--+0+: $4.50 
$060 Same as above, (ey ‘Senoent Insole........ 4.85 
ee reer 4.85 
BR Prrrr rc rrr err eee 4.50 
Ge  cecccdcccaniccedeucesses 4.60 
BANKEK 





AA tok 







056 Black Kid .....sssccecevcceccccccceeecess $4.50 

$056 nom aie. Arch Support Insole......... . 4.85 

O46 Brown Kid ........ccccccccccccccceess 4.85 
BROUWER 
RESEARCH 


No. 100 


AA te F 





oi70 Black Kid éeceacssasensucendeaceuaeerugd $4.50 
Wi TORN TAU ho vaca cececceccesececccescceve 4.85 
$0170 Black Kid, Arch Support Innersole........ 4.85 








WHAT THE SHOE TRADE 















































needs 





is more concentration of enthusiastic effort in selling 
the safe, profitable lines . . . . . whether they be 
shoes, leathers or colors. 


Manufacturers and merchants alike too often mistake 
the approach of a new season as a prod to revolution- 
ize the time-tested ideas of seasonal merchandising. 





LEVOR GRAIN GOAT 
[Genuine White Kid] 
WASHABLE 


LEVOR GRAIN KID LEVOR WHITE SUEDE 


[Genuine Cabretta] (Cennine Kid} 


WASHABLE 




























































WHAT THE SHOE TRADE 


has 





















is the experience of many years in making a full profit and satis- 
fied customers through the selling of white kid shoes. The adven- 
tures into novelties—supposed to serve the place of white kid— 
have been far from profitable . . . as plainly evidenced by news- 
paper clearance sale announcements each Spring. 


Experience proves that white kid shoes offer security of full 
profits throughout the lengthening season . . . and that women 
regard them as absolutely indispensable. 



































G. LEVOR & Co.. ine 


Tanners over 50 years 


GLOVERSVILLE NeW YORK 









































These two concerns are now a 


single organization.... 


BAYER-ROBERTSON LEATHER CORP. 


which will secure for the trade the world’s 
best raw material, expertly tanned by craftsmen 


in the best equipped tannery. 


The shoe manufacturer's absolute reliance upon this 
great, single organization .... expressly formed 
to assure regularity of choice skins, uni- 
formity of tannage and color correct- 
ness .... will be wholly proven 


by experience. 


YER ROBERISON LEATHER CORP 


EA 


i: MO 
ve 


41 SPRUCE ST. NEWYORK. TANNERY 91-101 COLDEN ST. NEWARK NJ 
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GENUINE KID : 


Tanners of “THE WHITEST WHITES” 
GLOVERSVILLE, N.Y. 
WHITE LEVOR GRAIN KID 
GENU/INE CABREITA 


2574,¢. 
575 


LEVOR WHITE SUEDE 
GENUINE KID 
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MO.-DEBS 
for Growing Girls 
RETAILING 
$5 to $7.50 


Junior 


MO-DEBS 


Misses & Childrens 
$4 to $5 


GREENFLEX 


Misses & Childrens 
$3 to $4.50 


ALL 
WELTS 
O) ai al= 

FINER 
TaN) as 





ON THE WAY 


IS AN ARTILLERY EXPRESSION 


by boat—by train—by air! The 
new spring line of Green juvenile 
shoes is on the road with a rush— 
and will arrive with a bang! 
Graded up because costs are lower 
—priced less for the same reason 
—loaded with new patterns and 
greater profit possibilities. 


Wise merchants see the Green line 
before committing themselves for 
the coming season. It has always 
paid. 





MOD-EDGE 
No. 7700H 


REEN 


SHOE MANUFACTURING COMPANY 
960 HARRISON AVENUE BOSTON - MASS. 
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OF THE 

GREEN 

FAMILY 
* 


MOD-EDGE 


WELTS 
* 





NEW YORK 
SALES OFFICE 


ROOM 611 


MARBRIDGE 
BUILDING 
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mm GREEN 


GUMOUMRCECS 26 








A NEW, LIGHTER, 

AIRY WELT FOR 

CHILDREN, MISSES 
AND GROWING GIRLS 





MOD-EDGE 


A LIGW. €eGere Wet 


You have already heard of this 
new construction in women’s 
shoes—how it adds lightness, flex- 
ibility and smarter looks to the 
wear, comfort and_ enduring 
shapeliness of the welt shoe. 
Where could it be more desirable 
than in juvenile shoes? So, 
Green first offers this new con- 
struction in high-grade juvenile 
footwear. A variety of new spring 
patterns of unbelievable smart- 
ness are now on the road. Would 
you like to see them? 

















MOD-EDGE 
No. 7710 











<n Shoes -—~> 


Adornment and protection for the feet of man. Beautiful in 
form: Line and curve melting into an artistry of comfort. 
Gently caressing delicate nerves : yet sturdily defending against 
the elements and forces of the earth. Bearing a myriad blows, 
while giving security and ease, as gifts, to those they serve. A 
necessity for rich and poor, a luxury to all. For fine shoes bear 
every man, whatever his station in life, with equal dignity. Last 
and lowest in degree, they are the crown of fashion. Though 
given scant tribute or praise, they voice their own biographies. 
An ill-shod man pauperizes himself. A shoeless man would 
provoke a cynic’s pity. It has been well said, a gentleman is 
discerned by his linen and his shoes, these portray the man. 
The philosophy of clothes begins and ends with, how well 
and wisely we clothe our feet. The epic of shoes is still being 
written. Long years of Invention. Human struggle! Defeats! 
Victories! Then, one by one, machines—the accumulated 
life-product of these sons of genius, who toiled, achieved, 
and passed on to others, the quenchless flame of 
their wills — to clothe with even better, still 
better shoes, the feet of man. 
United Shoe Machinery Corporation 
Boston, Massachusetts 


ukvep 

















on 











wr Cede dels 6 ene ker © 2 HERE ARE SHOES 
THAT WILL MAKE GOOD MONEY FOR YOU 


.. And this is why: 


1 Arnold shoes have the famous Glove Grip 
construction making them fit better and giving 
the foot natural support. Here’s a talking point 


you can use with every customer. An exclusive 
feature like this means repeat business. 









































2. Arnold Authentics are the fastest-growing golf 
and sport shoe line on the market. The demand 
for Arnold Authentics is growing constantly. They 
are easy to sell and give you a good return on 
your money. 











No. 703 © Brown Kid Tie e« Dr. Brown last « $6.25 
$3. Now that Arnold shoes are tailored by Stetson No. 704 © Black Kid Tie + Dr. Brown last « 6.0 
you have the added prestige of the Stetson name. 
Everyone knows Stetson styles are second to 
none and their workmanship and quality the 
_ very best. 


4. New hard-selling advertising will start count- 
less new buyers looking for these shoes. This 
means right in your town—your store. 











These are stock shoes and Stetson Department 5 
will give you real service on them. Most styles 


retail at $10-$10.50. 


Consider these shoes carefully. Think of the quick 
turnover they'll give—the satisfied customers 
they'll bring you—the new business. All this 
means profit—good money coming in. Write for 
complete catalog and let us tell you about our 





program. 

We invite you to see the line at the National Seasonal 
Arnold Shu-Caddy—Fine for holiday trade Retails for $2.00. Opening and Shoe Display Week. Room 1207, Hotel 
Of sturdy awning cloth with calf leather—Write for information Commodore, New York. November 16-20. 





M. N. ARNOLD SHOE COMPANY 


A Division of The Stetson Shoe Company, Inc. 
SOUTH WEYMOUTH, MASS. 


ARNOLD GLOVE GRIP SHOES FOR MEN AND WOMEN 
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-—1932—- 


A Big Year for Sport Shoes 
PLYTEX and REALITE 


Rubber Sport Soles Are Exceedingly Popular 







A Firm, High Quality, Excelient Wearing Product prom- 
inently displayed on many lines of SPORT SHOES 






BUY EARLY ~« ~« BUY QUALITY 





Simplify your sales problem—Remove all doubt 


Specify Essex Rubber Sport Soles 
ESSEX PLYTEX. 


AND 


ESSEX REALITE 


are the two outstanding values 




























Manufactured by 


ESSEX RUBBER CO., INC. 


N. Y. Branch Boston Branch 
258 Broadway Factory, Trenton, N. J. 30 South St. 





Boor AND SHOE RECORDER 
14 combining THg SHop RETAILER, Nov. 7, 1931 


























TURN REGENTS 
AVAILABLE 
FROM STOCK 








No. 43102—-BLACK SATIN 


No. 53104—BLACK FAILLE 
19/8 Louis Heel 


Medium Pointed Toe Last 





No. 17150—BLACK KID 
16/8 Cuban Louis Heel 
No. 37102—BLACK KID 
19/8 Louis Heel 
No. 62102—PATENT LEATHER 
19/8 Louis Heel 








No. 25120—BLACK MOIRE 
20/8 Louis Heel Blue Kid Lining 


No. 80102—DYEABLE WHITE 
MOIRE 
18/8 Louis Heel White Lining 
Medium Pointed Toe Last 
* 


ALL PRICED $3.60 
Less 5%—ten days 


* * 


ONE GOOD TURN 
SELLS ANOTHER 








TURN 


| SHOES 
Aristocrats of “foolwear 





BUT NOT NECESSARILY EXPENSIVE 


Although the smartest and most expensively 
gowned women are invariably shod with turn 
shoes—for in turns the heights of grace and 
beauty and lightness are reached—=siill, it is pos- 
sible to make and retail beautiful turn shoes at a 
moderate price. Nowhere in the world are there 
more skilled turn shoemakers than those employ- 
ed by Dodge, Bliss & Perry. Given fine leathers, 
fitting lasts and original patterns, these craftsmen 
produce shoes which arouse the desire of women 
—and sell in such steady volume that many of the 
most desired patterns are kept in stock. 
The entire line will be displayed 


AT NEW YORK DURING THE 
SEASONAL OPENING AND 
SHOE DISPLAY WEEK 
HOTEL COMMODORE 
ROOM 1005 


* 


DODGE 
BLISS & PERRY 


COMPANY, INC. 
NEWBURYPORT, MASS. 
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WHAT QUALITY MEANS 


Not so long ago an Edwards salesman was calling on a shoe buyer 
when a breathless shopping scout burst into the room. 


‘See here, George, this is the identical shoe you are selling for 
five-seventy-five. Down the street they are running a special sale 
at five-twenty-five! What are you going to do about that?” 


“I'll cut ’em to shreds” barked the buyer. And drawing his 
pen-knife he went to work on the apparently similar shoe. 


“Hm-m-m,” he mused “looks like a fiber counter. Is a fiber 
counter, in fact. And your shoe seems to have a leather counter 


Mr. So and So.” 
“Right!” said our salesman with relief. 


“M-m-m that’s a composition heel, isn’t it? Yes. You use all 
leather heels on Edwards’ shoes, don’t you?” 


**And that’s a cut-off vamp, by golly. Saved stock there didn’t 
they?” 

“That innersole doesn’t look too good. Scored isn’t it? And 
the upper stock seems to be second or third grade.” 


‘““Well! well! well! you’d think they’d use a kid lining at least. 
But I see it’s sheepskin, and that’s not so good.” 


“Well,” turning to shopping scout, “it seems to me that fifty 
cents is not enough to compensate the customer for the differ- 
ence between this shoe and our Edwards’ shoes. Drop in again,” 
he said, bowing the scout out. 


All of which is a true story, and just goes to prove that things 
are not always what they seem .. . and that it pays to consider 
the inner details as well as the outward appearance of the shoe. 


Edwards’ new Spring lines will be shown in rooms 1039-1041, 
Hotel Commodore, New York, Nov. 16-20. 


J. EDWARDS & CO. 


PHILADELPHIA 























AND SHO 
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| \ Viren a manufacturer 


advertises in The American 
Weekly, you can expect that 
manufacturer's product to move 
across your counter because 
THE AMERICAN WEEKLY 
is a mighty magazine that 
influences the buying habits of 
5,500,000 different families. 





THEAMERICAN 
Sate ae 


Main Office: 959 Eighth Avenue, New York City 


Branch oh LMOLIVE Bipc., Cuicaco . . . 5 WINTHROP Square, Boston .. . = & Braz, Los Anc . « « 222 Monapnock Bipc., San Francisco 
11-250 Gen a 8 Bupc., Detrorr . . . 1138 Hanna Bipc., CLEVELAND . . . “ee ETTA rt » ATL . « « INnteRNatTionaL Orrice Bipe., St. Louss 
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LIGHTER IN WEIGHT 
LIGHTER IN LOOKS 


. and GOOLER 


- « « «- LIGHTER 
HOM .. COOLER | 


CELULITE SOLES have answered the most exact- 
ing demands for a light weight shoe bottom. 


CELULITE—neither rubber nor leather—can be 
channeled, and trimmed to light-looking edges. 


CELULITE now banishes the hazard of hot, sting- 
ing soles on otherwise perfect shoes. ‘ 


LET CELULITE coolness and extra comfort pro- 
tect and promote the saleability of your shoes. 





CREM LITE (Ss Licwren Tw kg 
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ACTUAL PHOTOGRAPH ILLUSTRATING ONE OF 
the new and popular women’s patterns—style 314 
—in RAJAH CELULITE. The diagram sketch in the 
lower corner shows how the light look of Celulite 
Sole edges is further accentuated by placing the 
greatest thickness in the center where , wear comes. 


RAJAH CELULITE soles lead the way to complete banishment of 
clumsy, heavy-soled, uncomfortable footwear. They make up into light, 
graceful, airy shoes and can be depended upon to maintain good looks 
because they cannot stretch or spread. They make good shoes more 
comfortable because they are cool, flexible and waterproof. 


Consider the many features offered by Celulite, and check them one by 
one against the extra values necessary to make successful sales—either 
at retail or wholesale. 


And remember—Celulite places no price premium on superlative 


quality. 


FROM NOVEMBER 16 TO 20 
Seasonal Opening and Shoe Display Week 


COMPLETE INFORMATION ABOUT CELULITE WILL BE AVAILABLE AT 
Room 972... Hotel Commodore... New York 


ood Hale nunnne co 


NORTH QUINCY, MASS. 
ESTABLISHED 1837 


LOOKS AS WELL. AS WEIGHT 
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HREE YEARS ago J. B. 

Johnson bought an estab- 
lished shoe store in High Point, 
N.C. The stock he took over was 
much greater than the volume of 
business justified. Naturally, it 
was also in bad _ condition. 
Broken lots—end sizes—a reg- 
ular “bone-yard” of conflicting 
brands. The first job, resolved 
Mr. Johnson, was to clean up 
this condition. 

“TI was in retail shoes working 
for several independent retailers 
for eleven years before I bought 
this store,” says Mr. Johnson. 

Adv. 















J. B. Johnson, 
successful Shoe Retailer, 
of High Point, N. C., 
says the soundness of his 
set-up is emphasized by 
present conditions. 


“All of these retailers bought 
shoes from many sources. Of 
course every salesman would sell 
us every shoe he could. By the 
time all the salesmen called on 
us, we had a lot more shoes than 
we knew what to do with. So we 
would put on a close-out sale. 
Too often more of the good shoes 
would sell than we had figured 
to let go. The old shelf-warmers 
would still be there on the same 
job. I resolved then, if I ever got 
into business for myself, I’d find 
a line I wanted and stick to it. 
“And I followed through. It 
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Attractive entrances and effectively 
trimmed windows are characteristic 
of all Brown Plan Stores. This view is 
of Johnson’s Brownbilt Shoe Store, 
High Point, N. C. 


It’s the best picture of Mr. Johnson that 
we could get. With him is Mrs. Johnson. 


wasn’t easy. Salesmen for the 
lines I was throwing out—mostly 
mighty fine fellows—put up a 
terrific battle. They told me I 
was foolish to put all my eggs in 
one basket. They predicted that 
I would soon regret it. But the 
soundness of my set-up soon 
proved itself. From the first, I 
got very efficient co-operation 
from the Brown Shoe salesman, 
who showed he knew retailing 
problems, and from the field- 
man, who proved to be a spe- 
cialist. Together we got rid of 
the old stock and supplemented 
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it with good clean merchandise. 

“Now here’s the difference. 
My stock is low for the volume 
we get. A slow-moving number, 
and broken lots 


every manufacturer’s salesman 
is putting on pressure. We are 
immune from such pressure. So, 
I’d say to the independent, ‘It’s 
good business to put all your 
eggs in one basket—if it’s a good 
basket.’ ” 








automatically get 
attention, and 
most of them are 
sold at regular 
prices. This sea- 
son we carried 
over only 65 pairs 
of shoes. Mutual 
interest between 
the retailer and 
his source of sup- 
ply is common 
sense. If this is 








Tune in 
BeBe 
PROGRAM 


Featuring 
Guy Robertson and 
Leonard Joy's Orchestra 


Every Wednesday 


WJ Z and associated 
NBC catue) Network 


Mr. Johnson is 
one of over 600 
independent re- 
tailers who have 
adopted the 
Brown Concen- 
tration Plan. 
These retailers 
receive the sup- 
port and co-oper- 
ation of a staff of 
retailing special- 
ists maintained 














backed up by a 

scientific system of merchandis- 
ing like the Brown Plan, a re- 
tailer stands in his own way, if 


he continues buying many lines. - 


Present conditions emphasize the 
soundness of the plan. Naturally 


Boot AND SHOB RECORDER 
combining THE SHOE RETAILER, Nov. 





7, 1931 


for their benefit. 
This department works with the 
retailer in setting up a definite 
plan of operation, best suited to 
his individual needs. This plan 
of operation involves the most 
efficient store arrangement, stock 
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The Old English bungalow 
home of the Johnsons. 








The arrangement of the interior 
of Johnson’s Brownbilt Shoe Store, 
shows careful and effective plan- 
ning of a long, narrow room. 































control, zoning of prices, average 
mark-up, simplified accounting 
records, sales promotion, window 
display, advertising, and all other 
details of a successful retail 
business. 

With the plan once set up, 
there is a shoulder to shoulder 
effort which keeps the business 
in a healthy condition and re- 
sults in some astounding profit 
records. 

Any retailer who has the 
necessary qualifications of good 
personal character and ability, 
plus adequate capital to finance 
his operations is eligible to oper- 
ate under the plan. 

The Brown Shoe salesman is 
qualified to discuss the plan with 
you, or we will be glad to give 
you details direct. 


Wwds Vaoe Goungsia 
SAINT LOUIS 
Manufacturers of BROWNbilt Shoes for men, 


BROWNbilt Shoes for women and Buster 
Brown Shoes for boys and girls. 











* 


P. W. Minor & Son operate a 
very extensive Stock depart- 
ment which they believe to be 
one of the finest and most com- 
plete anywhere. They carry 
nearly 200 different styles in 
complete range of sizes and 
widths and 85% of all their 


shipments are made from stock. 





In so large and varied a stock 
as theirs strict repetition of 
quality, beauty, and service is 
most necessary. 


Naturally, we are very pleased 
to have their assurance that 
RUBY KID helps them mate- 
rially to maintain unvarying 
quality characteristics in re- 
order after reorder. 


* 

















Five of their best selling ~\ 
Treadeasy stock styles -,, 
are shown herewith: (4 
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CUSTOMERS UNVARYING BLACK KID 


We take natural pride in the long continued record of 
service which RUBY KID has set up in the factories of 
P. W. Minor & Son, Inc., of Batavia, New York. 


Having originated in 1867 this house is without doubt 
one of the longest established shoe manufacturing houses 
in this country. 


Their reputation as makers of quality shoes for women 
is so broadly extended and appreciated that their follow- 
ing statement to us is all the more significant: 


“The high quality standard of our product demands 
ane but a recognized dependable leather of equal 
quality. 





“0 Uf 





EXCELLENCE 









ee 
We have found’ the characteristic bright finish of 
RUBY KID remains in shoes to the end and the uni- 
formity of texture and appearance is assured not only 


in initial shipments of our shoes but also in ‘size up’ 
orders. 


RUBY KID is a valuable contribution to our unswerving 
adherence to build attractively styled shoes that will both 
hold their shape and give the wearer exceeding comfort.” 


JOHN R. EVANS & CO. 
Camden, N. J. 


PHILADELPHIA CINCINNATI ST. LOUIS BOSTON ROCHESTER MILWAUKEE 





REG U.S. PAT. OFF, 


SHOES 






LEATHER 
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AMERICAN HIDE ano LEATHER COMPANY 


Cnicaco 1 






AMERICAN HIDE ano LEATHER COMPANY. inc. AMERICAN HIDE ano LEATHER COMPANY. tro. 
New YORK .N.Y. NORTHAMPTON ano LEICESTER, ENGLAND 


AMERICAN HIDE ano LEATHER COMPANY. 5.A. 


Paris . France 





IVER ano BRO., SAN FRANCISCO 
AGENTS For THe PACIFIC COAST ano 


Faney Willow Catt 


CALF ane SIDE UPPER LEATHER TANNERIES 
Lowett BaALisTon-Spa 


Shure. i. na Substitute for 


om eee eel lO. eee, 
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Beauty — always i) p | \ 
in shoes of 
FANCY 
mr  |POLORS 


CALF 


00 Mooresque 
501 Mode Beige 
503 Admiralty Blue 
506 Leaf Brown 
507 Paddock Green 
513 Swagger Brown 
516 Sea Sand 
518 Chocolate Brown 
524 









Indies Brown 
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ANOTHER 
‘Famous Jlame 


Adds Extra Selling Value 











You know how much easier it is to sell a 
well-known shoe than one of nameless make. 

People accept a famous name as proof of 
quality in your shoes. It makes sales quicker; 
turnover quicker; profits greater. 

To the good name of any shoe you sell, 
Goodyear Wingfoot Heels add the prestige 
and selling power of the greatest name in 
rubber. 

Everyone knows them. Everyone wants ' 
the long-wearing, sure-footed, light-stepping — 








comfort they give. 

Order them on the shoes you sell to give 
universally recognized extra value. More 
people—millions more—walk on Goodyears 
than on any other make of heels. 








)\ ' 





Copyright 1931, by The Goodyear Tire & Rubber Co., Inc. 
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TUNE IN? 


Goodyear invites you to 
hear: John Philip Sousa 
and his Band... Arthur 
Pryor and his Band... 


eZ 
F Goodyear Quartet and 
; Concert-Dance Orches- 
tra—every Tuesday at 
Z 8:30, every Saturday 


BZ at 9:00 p. m. Eastern 
AA Z Time over WEAF coast- 


Zz to-coast Network 





INGFOOT 


HEELS 
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At the Hotel Commodore 
Suite 822-824-828 
New York 
November [6th to 20th 













. MASTERFUL 
in 7-7 


“Che lusury oli ultimate economy i 


Laird, Schober footwear for women is sym- 





ANA 
KKK§K KKK ES 











bolic in the highest degree of creative genius 
— both in design and fabrication. It charms 
“the eye and delights the women of fashion. 


wree - SCHOBER ANDO COMPANY 


New York Studio: 535 Fifth Ave. PHILADELPHIA 
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To Make First Choice—Footwear 


‘‘N7ES, Virginia, there is a Santa 

Claus,” and this year he will give IN TF H IS IS S U E 
practical and pleasurable items of foot- 
wear. But the merchant must prepare 


his window, his advertising and his en- | Voice of the Trade.................0-. Observations and Comment...... ... 31 
tire promotion on the theme of prac- 
tical, useful and admirable gifts. Economic Trends in Shoe Manufacturing . . By Ernest S. Bradford.............6. 34 
We plan in this issue to show mer- 
chants everywhere how they can get | From the Editor's Angle.. ............ By Arthur D. Anderson.............. 36 
more Christmas customers than ever ° 
before. Every item salable in shoe | First National Seasonal Opening........ And Shoe Display Week............ 38 
stores is given its Christmas theme. 
You would be surprised at the number | Manufacturers Convention Program...... Speakers and Topics.............. . 40 
of items and accessories suitable for 
Christmas promotion—everything from | How to Get There................ a All Roads Lead to New York Show.... 41 
riding crops to mules for women, from 
rubber boots to moccasins for boys and | Who's Who? .................000005: Exhibitors at the Shoe Show........-. 42 
4 from spats to leather suspenders for 
men and slippers for all mankind’s | Coming Fashions in Feminine Footwear... By Madame Hamilton Jeffries........ 44 
radio hours. Make no mistake about it, 
this is one year in which the shoe store | goct Bets for the South................ New Trends in Men’s Shoes......... 48 
; has a holiday place and it is up to us, 


in this issue, to show the merchant the . | 
profit possibilities of his store as an Tatng Be Tse See 
ally to Santa Claus at a time when use- 4 < 

D tact Pays........ How a Kansas City Store Keeps 
ful things can be sold because they are RE Sener See Se in Touch ..... ae 54 
practical as well as pleasurable. 


By Hugh TOmpeone. «<< cc ccscenes 52 


The holiday season will be short and | jew Thoughts on Hosiery.............. A Monthly Feature ............-.- . 78 
cash will be close to Christmas! 

Gat OWE ones ccd one cine sevewurs About People and the Trade......... 117 

Business Barometer ................--- Changes, Embarrassments, New Stores. 137 
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Gives You a Powerful 
New Selling Appeal. 
















With every pair of Red Wing boys’ boots—any 
style—you can give away one of these genuine 
Burgess Snap Flashlights FREE. What young- 
ster won't beg fora pair of Red Wing boots now? 


FREE ADVERTISING MATERIAL 


With the lights we supply you, free, with window 
streamers, folders and newspaper mats advertis- 
ing this free Snap-Lite offer. 


It’s a complete, sure-fire merchandising plan. 
Cash in on it! Feature it while it’s new and hot. 
Watch it sell Red Wing boys’ boots for you. 
Send the coupon below—at once—for full details. 


d Wing Flasher-Boot No. 266 


Newest addition to the popular Red Wing Line 
of boys’ boots. A special pocket on the leg, 
which contains one of the new Red Wing Snap- 
° Lites. An unequaled seller. 

Actual Size A boy’s 14-inch boot in graduated heights. 
Lights come complete with Uppers of black retan with brown rolled top 
bulb and battery, put up in band, nickel hooks and eyelets, moccasin toe, 
lots of 12 in a striking display Goodyear Welt, heavy rock oak outer soles, 
carton. To be given free with inner soles, heels and counters. 
any pair of Red Wing boy’s No. 366—The Little Gent’s Boot is the same 
t as the No. 266 boys’ boot, except it is 10 inches 
” in height with black elk uppers, and Spartan outer 
soles, leather inner soles, heels and counters. 


Boys’ Sizes, 1 to6............. $3.25 
Little Gents’, Sizes 9 to 1314... 2.75 


Red Wing Shoe Co. 


Red Wing, Minnesota 
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Red Wing Shoe Co. 
Red Wing, Minnesota 





Please send. me complete details of your new Free Red Wing Snap-Lite 
offer, and of the new Red Wing Flasher Boot. 
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[, accordance with 
its usual custom, the New En- 
gland Shoe and Leather Associa- 
tion is reminding the retail shoe 
merchants of this section of the 
approaching Christmas season and 
its merchandising possibilities. 
This year’s message is as follows: 


“CuristMAs As USUAL” 


Is the slogan for 1931: In fact, 
the great December festival should 
have even more than the usual sig- 


OR VY vont FoRGET 


WW ABOUT THE BIG 
BUYER FROM THE 
NORTH —BoYS 


¢ 





nificance this year to everybody 
engaged in retail distribution. Not 
only is it the year of all recent 
years for practical gift-giving, 
but, in a business sense, it is likely 
to mark a real turn shoreward of 
the outflowing wave of Prosperity. 

No group of merchants have a 
more legitimate right to advocate 
their merchandise as Christmas 
gifts than shoe dealers, for noth- 
ing is more useful (or attractive) 
than a pair of modern shoes or 
slippers—and there is many an in- 
dividual who this year would ap- 
preciate such a holiday remem- 
brance far more than he or she 
would have done in the past. 

We have for several years been 
urging our New England retail 
shoe merchants to push footwear 
and leather bags and other acces- 
sories as Christmas gifts, and we 
have only to add that in the bright 
lexicon of Santa Claus there is no 
word Depression. 
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The VOICE of the TRADE 


By doing your bit along this 
line, you will be helping wonder- 
fully in the nation-wide movement 
for business rehabilitation headed 
by President Hoover and the no- 
table group of bankers and busi- 
ness men associated with him. 

And in this connection, do not 
forget those artistic special win- 
dow-trims for which shoe retail- 
ers are justly famous. 

Let it be “Christmas as usual— 
and then some!” 

Yours for a busy and profitable 
holiday season, 


New ENGLAND SHOE AND 
LEATHER ASSOCIATION. 
* Ok Ox 


Me. Jose Laval 


adores shoes—gayly colored shoes 
—according to an interview she 
gave to the shoe trade last week. 
Her preference is for the sandal 
type of kid shoe which has such a 
flattering effect. Her kid sandals 





invariably have the highest heels 
possible. She is individual in this, 
not subscribing to the American 
tendency for lower heels. 

Mlle. Laval’s favorite color is 
brown for all times of day. For 
afternoon she considers bronze kid 
the smartest complement to all cos- 
tumes which have a touch of 
brown on them. 

As her father, Premier Laval 
of France, likes his daughter best 
in blue, Mile. José appears most 
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often in that color. Her most typ- 
ical costume is a navy wool suit, 
navy sandals and navy felt hat, 
offset by a light fur scarf or .ac- 
cessories of white. 

For sturdier walking occasions, 
Mlle. Laval wears shoes of escar- 
pin type which are brown and 


match her suit. 
* * * 


Es nurse and her 
footwear step into a pretty picture 
this year. A bright designer creates 
six new model costumes in white 


A LACK OF BLUES, GREENS 
(T WOULD ALSO HELP IF You 





HE'S SUFFERING FROM 
AN’ Bike AND 


a 


and the traditional uniform makes 
its exit after fifty years of service. 
Nurses also go on an eight-hour 
day. Hospitals go in for color in 
sick-rooms and cheerful hues in 
pajamas and bedding. The result 
is a significant change in footwear 
for nurses. This may, in part, ex- 
plain the good business to be found 
in footwear service to hospitals 


these days. 
* * * 


F red J. Portmann 
of Turrell’s Shoe Store, Seattle, 
Wash., dramatized “leisure foot- 
wear” in his store window so ef- 
fectively that the idea was picked 
up and broadcast nationally—with 
the result that sixty-three similar 
windows were tried in sixty-three 
different towns. This proves the 
RECORDER theory that a good idea, 
presented to merchants and multi- 











plied in use, moves merchandise 
and makes money for still more 
merchants. 


* « * 


F rederick M. Feiker, 
director of the Bureau of Foreign 
and Domestic Commerce, paid an 
official visit to New England last 
week. A luncheon meeting was held 
by the Boston Trade Association 
executives. Director Feiker said: 

“In my opinion, a great oppor- 





tunity faces the organized trade 
groups at the present time in di- 
vorcing themselves from a purely 
legalistic relationship to the prob- 
lems of business development, and 
establishing themselves on the plat- 
form of a solution of economic 
problems. 

“The modern trade association 
has before it both a peremptory 
challenge and an inescapable public 
duty to provide the machinery 
whereby its members may be able 
to reconcile these factors with 
greater precision than ever be- 
fore.” 

The shoe and leather trade was 
represented at this meeting by 
Thomas F. Anderson, secretary of 
the New England Shoe and 
Leather Association; Arthur B. 
Butman, chief of the Shoe and 
Leather Manufacturers Division, 
Washington; Thomas A. Delany, 
secretary-treasurer of the National 
Shoe Travelers Association, and 
Major Charles T. Cahill, publicity 
director of the United Shoe Ma- 
chinery Corporation. 

* * x 


Md 

Bossy” Gillis, 
the bad boy mayor of Newbury- 
port, Mass., has turned his hand 
to making shoes and, as a result, 
the Gillis Shoe Co. reports good 
orders, good business and good 
prospects. “Bossy” Gillis recently 
sent Mayor Jimmy Walker of 
New York City his salutations. As 
“Bossy” expresses it: “I just want 








sa carne 


PLUS SIGNS 


THE IRVING FISHER INDEX of Business 
Conditions on October 17 reached 104—the 
highest point since November, 1930. 


THE PACIFIC COAST BASEBALL 
LEAGUE played to its greatest attendance 
in history this past season. 

CHEVROLET MOTORS CO., Saginaw fac- 
tory has resumed operations with 3200 men. 


WESTINGHOUSE ELECTRIC has _in- 
structed its refrigerator plant at Mansfield, 
Ohio, to step up operations to capacity for 
the entire year 1932. 

WHEAT PRICES SOARED this week and 
reached the highest point since August. 

THE N. Y. COTTON EXCHANGE on 
October 20 had the year’s biggest day—the 
prices advancing steadily and closing 30 
points higher than the previous close. 

ACCORDING TO S. W. STRAUS & CO. 
FIGURES the following cities reported a 
larger volume of building permits last month 
than in September, 1930: Boston, New 
Haven, Worcester, Washington, Indianapolis, 
Terre Haute, Baltimore, St. Louis, Yonkers, 
Pittsburgh, Cambridge and St. Paul. 

INTERNATIONAL PROJECTOR CORP. 
has placed its full factory staff on a 54- 
hour week basis, in addition to running three 
nights a week overtime. 

DOLLAR VOLUME OF THE S. K. WELL- 
MAN CO., makers of brake linings, is 20 
per cent higher for the first 9 months this 
year than a year ago. Every employee has 
been given a 15 per cent INCREASE in 
salary. 

PRODUCTION CAPACITY OF THE LY- 
COMING MFG. CO. is being increased with 
the installment of nearly a half million dol- 
lars worth of new machines and tool equip- 
ment. 

THE WAGNER MFG. CO., makers of cast 
aluminum and iron cooking utensils, is em- 
ploying 70 more men than at any other time 
in its history. 

EARNINGS OF DRUG INC. are estimated 
at $6.25 a share for 1931 vs. $6.03 in 1930, 
and the Walgreen Co. in the first nine 
months earned in excess of $1.75 a share as 
against $1.55 in 1930. Their dollar sales 
volume is 3.6 per cent above last year. 

THE ELECTRICAL WORLD'S monthly 
survey shows a rise of 3 per cent in manu- 
facturing activities throughout the country 
in September. 

THE C. M. St. P. and P. RAILROAD has 
recalled 1000 men to its West Milwaukee 
shops. 

DOLLAR SALES OF FIRST NATIONAL 
STORES during the five weeks ending Sep- 
tember 26 were greater than in the 1930 
period—this was the first gain in 13 months. 

HEAVY CONSTRUCTION CONTRACTS 
during the past week amounted to $33,033,- 
000, according to Engineering News Record, 
as compared with $26,717,000, the previous 
week, and $30,021,000 a year ago. 

SHOE PRODUCTION DURING SEPTEM- 
BER was 5.6 per cent greater than in 1930. 


JANESVILLE, WIS., IS MEETING THE 
UNEMPLOYMENT PROBLEM by adopting 
a five year program of public works aggre- 
gating $4,382,050. 


Compiled by SALES MANAGEMENT 
eee 











to show this fellow I have got 
plenty on the ball, so I sent him 
down the finest pair of blue turned 
slippers money could buy, to match 
that ‘cake-eating’ outfit he was 
sporting around France with the 
trick beret and other fixins.” This 
pleasant little exchange of compli- 
ments between mayors is due to 
the fact that ‘several years ago 
“Bossy” called on Gotham’s 
mayor. Gillis didn’t enjoy the re- 
ception he received very keenly. 
Mayor Walker appeared to be a 
pretty slick fellow, but his “wise 
cracks” were too hot for Gillis, 
according to the latter. 

This reminds us of the time a 
delegation of shoe men visited 
Jimmy Walker and presented him 
with a pair of summer-weight 
shoes. The Mayor was somewhat 
nettled by the interruption to his 
short day calendar and told the 
committee quite frankly that he 
had his shoes made to order, and 
he couldn’t see how he could pos- 
sibly wear the pair that was to be 
presented to him. Nothing daunt- 
ed, the head of the men’s shoe 
committee said: “Very well; just 
for that you don’t get them,” and 
forthwith the delegation walked 


out on him. 
* * * 


Wii Knight, 


for whom roses grow in Portland, 
Ore., came into national spotlight 
thrown upon him by John T. 
Flynn in one of the articles, “Busi- 
ness Is What You Make It,” ap- 
pearing in Collier’s. Will said: 
“In this store we are more in- 


(4% 


terested in getting more and more 
quality into that ten-dollar shoe, 
so that the man who can spend 
ten dollars for a shoe can progres- 
sively get a better and better shoe 
all the time. 

“The public gets more out of 
this plan, after all, for right now 
the shoe we sell for $18 in our 
store has been built up in quality 
until it is as good as the $25 shoe 
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was. But this has been accom- 
plished not by cutting down a $25 
shoe but by building up an $18 
one. As a result, we are selling 
more shoes chiefly because we sell 
two pairs of $18 shoes to people 
who formerly paid $25 for their 


shoes. ce 


Bacenin shoes bite. 
This story, told of an active mem- 
ber of the Boston shoe market, 
has its moral. Ten dollars, or 
more, is the price that he usually 


, 
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pays for his shoes, believing that 
his feet are worth good care. Be- 
ing invited to attend a week-end 
outing, and having need of a pair 
of sport shoes for that event, he 


was tempted, in a heedless mo- 
ment, to obtain a pair of bargain 
price shoes of this class. They 
looked good. Right in the midst 
of the outing program his feet be- 
gan to burn. His heels felt on 
fire. He sat down to cool off his 
feet. After a while, he resumed 
his activities. Before he finished 
them, he had raised a blister on his 


heel. The treatment of it kept 
him home the next day. “Never 
again,” he declared. 


He doesn’t know to this day 
whether to blame the lining, the 
counter, the shoemaking or the 
shoe wearing. It satisfies him to 
know that he is off bargain shoes 
for the rest of his life. 


* * * 


The Tupper Slipper 


Company, of Brooklyn, N. Y.— 
manufacturers of high grade slip- 
pers find themselves in a unique 
position according to Arthur Tup- 
per of that company. The Tup- 
per Slipper Company is filled to 
capacity with business necessitat- 
ing notification to the trade that 
they will be unable to accept the 
business of new accounts for the 
balance of the season. This does 


not apply to the new orders of 
their regular customers who are 
getting preferred service. 
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In Tribute to R. H. Fyfe 








Fe few men is given 
the experience of living 92 years 
and seldom in this span of exist- 
ence are men permitted to love and 
pursue one vocation with the satis- 
faction of knowing that they have 
attracted the affection, respect and 
admiration of an entire industry as 
well as their fellow citizens. 

Richard Henry Fyfe enjoyed all 
these blessings in abundance. He 
was a merchant who desired 
nothing save the honest reward of 
service, and through service he 
won the respect and the regard of 
all who knew him. 

His biography is a history of 
Detroit from the days of oxen to 
the age of the airplane. He was 
one of Detroit’s first cobblers and, 
finally, he owned the largest retail 
shoe store under one roof in the 
United States. 

Mr. Fyfe was born at Oak 
Orchard, Orleans County, New 
York, January 5, 1839. During 
the infancy of Richard, his parents 
moved to Michigan. In 1855 he 
went to work for T. K. Adams, 
who ran a shoe store. It was Mr. 
Fyfe’s beginning in the industry 
he was to cling to all his life. 

The first year his pay was $240. 
Peculiarly, Mr. Fyfe was born 
when the country was in the throes 
of depression and died when the 
economic machinery again was 
creaking badly. In 1870 he passed 
through the turmoil of wild cat 


money. “It was the only money 
we had,’ he used to relate. 
“My first banking experience 


was in helping to finance the 
Adams store by going out each day 
and selling the little money we 
took in. Its value varied every 
hour. Sometimes it was less than 
30c. on the dollar. Most of the 
business was conducted on orders. 
Factories and _ other business 
houses paid their orders with or- 


ders of merchandise. Merchants 
had a grand time settling every 
six months and when one merchant 
owed another a balance he gave 
him a note.” 

Mr. Fyfe established one busi- 
ness policy to which he adhered se- 
verely in his relations with the 
public. 

“Don’t ever try to fool a cus- 
tomer,” he told his employees. 
“Tell him the truth. You may fool 
him the first or second time, but 
eventually he'll find you out. 
We're building this business not 
for today, but forever.” When 
asked if he had a recipe to give 
youth on how to live to be 90, he 
said: 

“There isn’t any recipe I know 
of. I take a walk every day. As 
to advice, I believe a young man 
should learn economy early in life 
and practice it with reasonable rig- 
idity. Economy is the foundation 
of business. Outside of character 
and health, money is the most im- 
portant force in the world. 

“One rule for success always has 
held good; serve the firm that em- 
ploys you to the best of your abil- 
ity, all the time.” Later he said: 
“T’m not a slave to my business; 
rather, I make business my slave, 
and besides it’s my recreation.” 

And while captains of industry, 
bankers‘and prominent citizens of 
Detroit bowed in the passing of 
one of its loving citizens, he was 
carried to his last resting place by 
those who loved him best, the de- 
partment heads of R. H. Fyfe & 
Co.; Steven J. Jay, John C. 
Dreves, William H. Adams, 
George F. Frayne, Eckford J. 
Eden and Frank E. Whiteman. 
The funeral was held Friday, Oc- 
tober 30. The body was cremated 
and the ashes taken .to Marlbor- 
ough, Mass., for burial beside 
Mrs. Fyfe. 
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In the final analysis, production scales and 
valleys are man-made—they can also be 
mun-corrected. 
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Economic | rends in Shoe Manufacturing 


Can the Seasonal Swing Be Reduced? 


By ERNEST S. BRADFORD 


Director Bureau of Business Research 
College of the City of New York 


Denienst ups and downs in the shoe 
industry have existed as far back as we have records 
of shoe production. Twenty-five years ago, accord- 
ing to the census figures for 1904, the swing was 
very marked, and during the decade since the World 
War, a similar condition is shown by the monthly 

edata supplied by the shoe manufacturers to the 
Federal Government. 


Two peaks—Spring and Fall—and two valleys— . 


Summer and Winter—have characterized the large- 
scale manufacture of shoes since early in the century. 
A picture of ‘this periodic rise and fall of shoe pro- 
duction, measured by the number of pairs produced, 
is shown by the following chart on which the aver- 
age monthly shoe production for the year 1929 (in 
millions of pairs) is contrasted with the monthly 
production during the peak year of 1930 and during 
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the depression year of 1931. The final figures for 
1931 are naturally as yet to come. 

The lowest point in American shoe production 
since monthly figures of the industry began to be 
collected in 1921 was reached in December, 1930, 
when the total output of American shoe factories fell 
to seventeen and one-half million pairs during that 
month. This included all footwear except rubber— 
men’s shoes and women’s, boys and youths, misses and 
children’s, slippers, moccasins, sandals, etc. This was 
approximately half of the number produced during 
the peak months, August, September and October. 

Seasonal character of distribution the cause. The 
reason for this pronounced two-valley production an- 
nually is imbedded deep in the seasonal character of 
shoe demand and of shoe sales. Distribution to the 
consumer has increased in volume, twice a year; as 
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_warm weather turns to cold and as clear weather gives 
way to slush and snow, people purchase their foot- 
wear. 

Advantages of a steadier production. The shoe 
manufacturer knows these short swings in shoe dis- 
tribution and he has been content to adapt his manu- 
iacturing schedule to demand without moving to sta- 
Lilize his production. He has not realized that simply 
because shoe distribution is seasonal, his production 
does not need to be equally seasonal. Other highly 
seasonal industries have gone far in ironing out the 
ups and downs due to seasonal causes. Farming and 
the use of farm machinery grows and shrinks as Sum- 
mer yields to Winter and vice versa, but manufactur- 
ers of farm machinery have succeeded in smoothing 
their manufacturing schedules to a marked degree. It 
is clear that the reasons for doing so have grown out 
of the manifest disadvantages which exist when there 
is great unevenness in the production process. 

In the first place, the uneven flow of raw material 
through a factory is always less satisfactory than 
when the flow is even; the more uniform the progress 
trom raw stock to finished product, the lower the cost 
and the more efficient the handling. Machinery which 
is kept busy works better than that which stands idle 


Ten Years of Ups and Downs 
TTT TT 








for a considerable period, and employees who are con- 
tinuously occupied keep in better trim than when they 


are laid off from time to time. Also, unemployment 
which reduces the shoe-factory workers’ incomes is 
bad for the employer, since the employee is a con- 
sumer as well as a producer, and his consumption of 
shoes is no negligible quantity. Consideration of the 
disadvantages which arise out of the too seasonal char- 
acter of shoe production show at least three which are 
outstanding—first, the undue amount of idle machin- 
ery on which depreciation and interest on first cost 
run right along; second, the unduly high proportion 
of workers who are employed intermittently, whose 
efficiency is greater when continually busy ; and third, 
the fuller utilization of plant and organization, whose 
overhead as represented by insurance, taxes, interest 
and other fixed charges must be met from less than 
full time operation of the factory and sales depart- 
ments. 

Experience of other industries. While it is un- 
doubtedly true that not all of the seasonal element 
can be eliminated from shoe manufacturing, the ex- 
perience of other industries indicates that much can 
be done toward greatly reducing its volume. A large 

[TURN TO PAGE 126, PLEASE| 
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SHOE PRODUCTION BY MONTHS 


(Millions of pairs) 
































Average 
Seven 
1922 1923 1924 1925 1926 1927 1928 Years* 1929 1930 1931 
PARUAEY cas coc cca 25.1 30.7 26.5 26.1 23.8 26.0 26.2 26.2 22:2 26.5 19.9 
Pebruary....:....... 26.6 30.3 26.8 26.5 y SY | 27.3 29.6 27.2 2ta8 25.9 24.0 
jl ee 29.3 35.8 28.9 29.9 29.9 31.3 32.3 31.1 30.9 28.6 29.4 
7, 11. 3) ara ae ee 26.9 31.9 27.8 29.5 26.6 28.4 26.6 28.2 29.4 29.0 29.9 
WME osc seonves ae 26.2 30.9 25.2 25:1 23.1 -| 25.6 26.4 26.1 29.2 24.5 28.5 
| Ee err 24.8 28.3 22.5 23.4 25.0 27.5 27.3 25.5 28.1 23.9 27.8 
|| RS erento aes ae 22.7 25.3-| 21.4 24.8 25.0 27.8 28.2 25.0 30.2 24.1 28.6 
fC Te eee 27.7 30.0 25.5 28.4 29.6 35.0 35.0 30.2 36.4 27.9 33.4 
September.......... 28.3 27.6 27.7 29.8 31.7 33.9 31.0 30.0 34.8 29.3 31.0 
Oetonef-... kee 30.4 30.7 30.8 31.1 31.6 32.3 33.4 31.5 3.2 27.4 wae 
November.......... 30.1 26.9 25.3 24.6 26.8 26.0 26.4 26.6 2.8 18.5 
December.......... 27.9 22.7 24.6 24.4 25.4 23.5 21.9 24.3 72:5 47.5 





























*Average monthly production of shoes, 1922-1928 inclusive—27,650,000 pairs. 


Source—U. S. Bureau of Census—Monthly Shoe Production releases 
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First Recommendation for Recovery 


The Appeal to the Public to Resume Normal Buying Can 
Be Based Upon the Ground That It Serves Self-Interest, 


E had occasion some months 

ago to be in the Science Build- 
ing in Washington, D. C. In one 
of the tests that the public can 
make, you press your thumb on a 
steel bar weighing several tons. As 
you iook through the testing machine 
you see that even the pressure of 
your thumb on that immense iron 
bar is recorded in a definite vibra- 
tion. You actually move the bar, 
even though the pressure exerted 
is measured in pounds and the re- 
sisting bar in tons. 

In this same fashion, the purchase 
of any article at retail affects Ameri- 
can business. It is a safe and honest 
thing to tell the public to buy now. 
It is not selfish to tell them to buy 
your goods. The newest thought in 
industry is the possibilities of self- 
recovery made by thoughtful men 
and women who buy wisely and 
well. 

The public, as such, needs to now 
consider the possibilities of every 
purchase at retail being directly an 
influence upon and towards employ- 
ment. It is possible to measure the 
amount of employment that follows 
the purchase of every single pair of 
shoes. 

The report of the committee on 
empioyment plans and suggestions of 
the President’s Organization of Un- 
employment Relief is now released 
for immediate action. For months, 
the committee under Harry A. 
Wheeler, of Chicago, has been study- 
ing the problem of business recov- 
ery and Mr. Wheeler says: “The 
most earnest wish of all the people 
of our country is for the revival of 
business that will speed up industry, 
insure employment of now idle work- 


Patriotism and Humanitarianism 


ers, stabilize commodity and secur- 
ity values and open gradual expand- 
ing work opportunity.” 

The report is most significant in 
that it believes that we should not 
delay recovery by passively sitting 
by the side-lines watching for the re- 
moval of adverse world conditions. 
In the opinion of the committee, the 
United States is the most nearly 
self-contained nation on the face of 
the globe. It has within its boun- 
daries the elemental factors for re- 
covery. The committee says: “Our 
national wealth, even stripped of the 
inflated value foolishly placed on it, 
still is greater than our pre-war 
wealth; it is greater, too, than it 
would have been under any normal 
increase between 1914-1931.” 

The Committee of the President’s 
Organization was assigned the task 
of studying unemployment and offer- 
ing plans and suggestions for its re- 
lief. It has adopted a program 
which is directed chiefly toward 
temporary relief. The first recom- 
mendation is the one of greatest in- 
terest to merchants as such. We 
know full well that you did not 
read it because of the wealth of 
words needed to give the entire 
ten recommendations and conclu- 
sions. 

We propose to let you glean for 
yourself those factors in “the rec- 
ommendations and conclusions” that 
affect and influence stocks of mer- 
chandise in factory, store and con- 
sumer’s hands. 

We had occasion to make a chance 
remark to the effect that “something 
must be done to pour into the deep 
valley of December production a 
volume of shoes if Santa Claus is 


to be kind to shoemakers’ children.” 
A shoe buyer said those ten little 
words “if Santa Claus is to be kind 
to shoemakers’ children” made him 
realize that his obligation was not 
only to his store and customers but 
to the long line of people who made 
possible continuous service in shoes. 
He said: “Often in my own thought- 
lessness and carelessness, I accumu- 
late orders until they get to be of a 
volume sufficient to represent, a de- 
cent order. Sometimes I buy all my 
shoes at one time—high’ style and 
staples—just because it pleases me to 
buy that way. Again, I often think 
it is a good trading edge to be able 
to offer sizes and widths on standard 
staple shoes so that I can get con- 
cessions on patterns and trimmings 
on high style shoes.” 

That buyer said that that little 
phrase “if Santa Claus is to be kind 
to shoemakers’ children” made him 
realize more than ever before the 
need for a continuous flow of little 
orders to keep the wheels moving. 
He now proposes to buy as he needs 
and to think of the possibilities of 
employment for workers all along 
the line, even though it be but three 
days a week. He feels that he might 
have been careless in piling up his 
orders but it was not an error of 
the head and heart but rather of the 
habits of the past. The thought is 
an excellent one. 

We congratulate the President’s 
Committee on the ten recommenda- 
tions and conclusions and we believe 
they properly place in first position 
the following recommendation and 
conclusion as it will have a distinct 
bearing on progress towards the re- 
turn of normalcy: 
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Recommendation No.1 


United national action to 
encourage every American 
citizen now employed to re- 
sume normal buying — to 
use available income to 
purchase goods normally 
needed and in the replace- 
ment of which labor is em- 
ployed—isacondition 
precedent to any hopeful 
program to constructively 
increase employment ; con- 
tinued and further restric- 
tion of consumption of 
goods and of expenditures 
for improvements and re- 
placements inevitably will 
offset any and every effort 
for emergency relief. 


RESUMPTION OF 
WORK 


(Conclusion No. 1) 


The American people 
must be brought to realize 
that by restricting pur- 
chases to bare necessities 
at this time, they are fur- 
ther decreasing the volume 
of business and spreading 
the catastrophe they so at- 
tempt to avert. 

This is no theory but a 
cold fact, proof of which is 
written plainly in the eco- 
nomic record of the last 
two years, ; 

The manufacturer and 
the distributor who cur- 
tails operations in antici- 
pation of decreased busi- 
ness, insures such de- 
crease; the capitalist and 
investor who practices un- 
necessary rigid economy 
through fear of further 
loss of income, by his ac- 
tion contributes to de- 
crease the value of his in- 
vestments and the income 
derived therefrom; the 
[TURN TO PAGE 133] 
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When an article is bought at re- - 
tail—it starts the machinery of 
employment — no other method 
will do as much to remedy this 
depression 
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OPENING AND 





Departing from the tradition of a 
quarter of a century, the National Boot and Shoe 
Manufacturers Association will anticipate its conven- 
tion and hold it Nov. 16 and 19, as a sort of center- 
piece of the First National Seasonal Opening and 
Display Week, running Nov. 16 to 20 at the Hotel 
Commodore, New York. For twenty-seven years, the 
annual convention in January has been a meeting of 
executives, representing shoe manufacturing concerns, 
to discuss trade and national topics and then to hold, 
in one grand banquet, the outstanding social night of 


industry. 
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Bird’s Eye View 
“At the Crossroads 
of the World” 


Grand Central Station 
Commodore Hotel— 
Headquarters Nov. 16-20 
Chrysler Building 


In this year of changes, the first decision made was 
to embark upon the show business. Nearly two 
hundred concerns will gather together, Nov. 16 to 
20, to make the first showing of spring shoes and to 
open the new year at an earlier date than has been 
tried in the past decade. 

The manufacturers’ show, under the management 
of J. O. Ball, is unique in so far as show shoes go 
for it is without fashion runway, mannequins and all 
the frills of hotel showings. It is a serious under- 
taking, at a very serious time in the history of in- 
dustry. 
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A Herculean effort has been made by the manu- 
facturers as a group, to put their best foot foremost 
in this mid-November show. Ordinarily at that time 
of the year, spring lines would be only in their 
skeleton stage but every moment since the National 
Styles Conference of Oct. 9 has been spent in round- 
ing out thorough lines of samples for merchant in- 
spection, approval and selection. 


See manufacturers will hold 
their own convention in two parts—Monday for 
business, Thursday evening for the 28th annual ban- 
quet. This is another challenge to change. It was 
made so as to open the week with an interesting 
program and to punctuate the last part of the week 
with a neighborly get-together around the banquet 
table. 

Monday morning’s session will be for members of 
the association only and will be in the form of round- 
table discussions covering factory procedure. Mon- 
day afternoon session will have the Hon. Julius Klein 
from* Washington and Alvin T. Simonds, who will 
speak on “How Much Should a Business Man Know 
About His Business.” In the same session will come 
the election of directors and a later meeting of that 
board for the election of officers. 

A most unusual annual banquet feature will be the 
midnight review under chairman George Miller. 

But nothing in the program of the week will inter- 
fere with the showing of shoes by manufacturers and 
their representatives throughout the Commodore Ho- 
tel. Nearly 200 manufacturers will present the “foot- 
wear of a nation” in all types, grades and prices. In 
assignment of rooms, floors have been assigned to 
various outstanding markets. 


ROGER A. SELBY 


President, National Boot and Shoe 
Manufacture:s’ Association 




















Officers and Directors of National Boot and Shoe Manufacturers Association 


Rocer A. SELBY, The Selby Shoe Co., Portsmouth, Ohio, President 
Jay O. BALt, 2812 Chrysler Building, N. Y., Managing Director 
E. S. Gersericu, Gerberich-Payne Shoe Co., Mt. Joy, Pa., Treas. 
RuTH S. FREEMAN, 2812 Chrysler Building, New York, Secretary 


Vice-Presidents 


WaALtTer J. Boorx Walter Booth Shoe Co. Milwaukee, Wis. 


Harry G. JOHANSEN Johansen Bros. Shoe Co. St. Louis, Mo. 
Gero. MILLER I. Miller & Sons, Inc. L. I. City, N. Y 
H. N. Lare The Julian & Kokenge Co. Cincinnati, Ohio 
CHARLES AULT Ault-Williamson Shoe Co. Auburn, Me. 


Honorary Vice-Presidents 


Hon. Joun S. Kent M. A. Packard Co. 
J. Franxuin McEtwain J, F. McElwain Co. 


Frank R. Briccs 
Henry W. Coox A. E. Nettleton Co. 
Geo. E. Keith Co. 


Directors—One Year 


Walter Booth Shoe Co. Milwaukee, Wis. 
Burdett Shoe Co. Lynn, Mass. 
Craddock-Terry Co. Lynchburg, Va. 
A. Garside & Sons, Inc. L. I. City, N. Y. 
Gerberich-Payne Shoe Co. Mt. Jo , Pa. 
Cushman-Hollis Co. Auburn, Me. 


Brockton, Mass. 

Boston, Mass. 
Brookline, Mass. 
Syracuse, N. Y. 
Brockton, Mass. 


Wa ter J. Boot 
W. B. Burpetr 
C. G. Crappockx 
Jéun R. Garsive 

. E. S. Gersericu 
Joun T. Hottts 





Commonwealth Shoe & Leather Co. 
G. R. Kinney Co., Inc. 
Croxton, Wood & Co. 

W. L. Douglas Shoe Co. 


Directors—Two Years 
Bancroft Walker Co. 


Pavut Jones 
E. H. Krom 
HERMAN MEYER 
H. L. Tinknam 


A. F. BANCROFT 


J. W. BarBey J. Edwards & Co. 
W. S. Bass G. H. Bass & Co. 
ARTHUR BERG Athletic Shoe Co. 
Ws. G. Dopce Dodge, Bliss & Perry Co., Inc 


E. T. Wright & Co. 

Dunn & McCarthy, Inc. 
Daniel Green Co. 
Milford Shoe Co. 

Wright-Gorevitz-McNamara Co. 


Directors—T hree Years 


Bradley-Goodrich Co. 
A. E. Nettleton Co. 
Doyle Shoe Co. 
Julius Grossman, Inc. 


A. F. Donovan 

F. L. EMERSON 

J. A. GREEN 

Paut O. MAcBripE 
R. V. McNAMARA 


EvEerETT BRADLEY 
Rosert S. Coox 

ALBERT F, DoyLe 
FraNK GROSSMAN 


W. G. Hanson Albert H. Weinbrenner Co. 
J. G. Jones, Jr. Rice-O’ Neill Shoe Co. 
Harry G, JOHANSEN Johansen Bros. Shoe Co. 
Cuartes E. Moore Geo. E. Keith Co. 


J. F. McElwain Co. 
The Selby Shoe Co. 
C. P. Ford & Co. 


S. M. Paterson 
Rocer A. SELBy 
E. J. Waite 


Whitman, Mass. 

New York City 
Philadelphia, Pa. 
Brockton, Mass. 


Boston, Mass. 
Philadelphia, Pa. 
Wilton, Me. 
Chicago, III. 


Newburyport, Mass. 


Rockland, Mass. 
Auburn, N. Y. 
Dolgeville, N. Y. 
Milford, Mass. 
Haverhill, Mass. 


Haverhill, Mass. 
Syracuse, N. Y 
Brockton, Mass. 
Brooklyn, N. Y. 
Milwaukee, Wis. 
St. Louis, Mo. 
St. Louis, Mo. 
Brockton, Mass. 
Boston, Mass. 


Portsmouth, Ohio 


Rochester, N. Y. 
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HAROLD C. KEITH, 


Chairman 
Geo. E. Keith Co. 
Brockton, Mass. 





HARRY G. 
JOHANSEN 
a Shoe 


St. Louis, Mo. 





}. FRANK 
McELWAIN 
|. F. McElwain Co. 
Boston, Mass. 





E. S. GERBERICH 
Gerberich-Payne 
Shoe Co. 
Mt. Joy, Pa. 





A. W. GAGE 
National Boot and 
Shoe Manufacturers 

Association 


: Monday, November 16, 193] 





PR O-GRAM 


Twenty-Eighth Annual Convention 


NATIONAL BOOT AND SHOE 
MANUFACTURERS ASSOCIATION 





EOR 
MORNING SESSION  Waee @ feos Ine. 
10:00 A. M.—Round Table Discussions Long Island City 
(For members of the Association) 
Group “A”—“Factory and Industrial Problems” 
By Mr. William G. Dodge, Presiding. Dodge, Bliss & 
Perry Co., Inc. 
Group “B”—“Credit and Merchandising Problems” 
By Mr. E. S. Gerberich, Presiding. Gerberich-Payne 
Shoe Co. 
Group “C”—‘New Grading of Shoe Sizes” 
By Mr. Harry G. Johansen, Presiding. Johansen Bros. 





Shoe Co. 
Group “D’”—“Mechanical Equipment for Records—Pension 
and Benefit Associations” 
By Mr. Charles E. Moore, Presiding. Geo. E. Keith Co. "Saleen or 
. AFTERNOON SESSION 


2:00 P. M.—President’s Address 

By Mr. Roger A. Selby. The Selby Shoe Co. 
2:20 P. M.—Report of Managing Director 

By Mr. Jay O. Ball. National Boot and Shoe Mfrs. Assn. 
2:50 P. M.—Report of General Counsel 

By Mr. A. W. Gage. National Boot and Shoe Mfrs. Assn. 
3:00 P. M.—Resolutions and Amendments 

By Mr. Harold C. Keith, Chairman. Geo. E. Keith Co. 
3:10 P. M.—Report of Nominating Committee and Election 

of Directors. 

By Mr. J. Franklin McElwain, Chairman. J. F. McElwain CHARLES E. MOORE 
Co. George E. Keith Co. 
3:30 P. M—Address—Hon. Julius Klein Brockton, Mass. = * 

3:50 P. M.—Address—Mr. Alvan T. Simonds 
“How Much Should a Business Man Know About His 
Business ?” 
4:30 P. M.—Memorial Resolutions 
By Mr. Harold C. Keith, Chairman. Geo. E. Keith Co. 
4:35 P. M.—Meeting of Board of Directors for Election of 
Officers. 








Twenty-eighth Annual Banquet 
Thursday Evening, November 19, 193] 
Supper and Midnight Revue 


9:00 P. M.—Reception 





9:30 P. M.—28th Annual Banquet WILLIAM G. DODGE 
Mr. Roger A. Selby, President, Presiding. a oo & 
11:25 P. M.—Entertainment Program RR gs 


Mr. George Miller, Chairman. I. Miller & Sons. 





@ e 
ALVAN T. SIMONDS JAY O. BALL 
Simonds Saw and National Boot and 
Steel Co. Shoe Manufacturers 
Fitchburg, Mass. Association 
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Question: 
Answer: 
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HOW TO GET THERE! 


National Seasonai Opening and Shoe Display Week, 








Hotel Commodore, New York, November 16 to 20 


Vv WT VW 


What is the special rate? 

One and one-half the regular fare. 

What should I ask for at the time of pur- 
chasing ticket to secure this special rate? 
A “Convention Certificate,” which will be 
issued by the agent at time of purchase of 
regular one-way ticket to New York. 
Will a receipt do when I purchase my 
ticket ? 


No. It is necessary to secure a “Conven- 
tion Certificate” indicating that the pur- 
chaser of the ticket is going to New York 
to attend the Convention. 


Q. 


A. 
Q. 
A 


»© 


What dates may tickets to New York be 
purchased and Certificates secured ? 
From November 12th to November 18th. 
Do I secure a round trip ticket? 
No. The return trip ticket will be sold in 
New York at one-half the regular one- 
way fare rate, if Certificate is validated, 
and you return over same route as you 
came. 
How do I get Certificate validated ? 
Immediately upon your arrival in New 
York, leave the Certificate with your name 
[TURN TO PAGE 56, PLEASE] 
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There are a number of additional exhibitors who have made 
reservations but have not yet been assigned to rooms. An- 
nouncement of these will be made later. . 


































IN TOWN 


By MADAME HAMILTON JEFFRIES, 






AYTIME footwear this season may be in the 

spirit of tailored town shoes, spectator sport 
styles or in the dressier or more conservative 
types of footwear. The vogue of woolens and 
rougher finished daytime fabrics, together with 
brightly colored blouses, indicates that tailored 
types are much in the daytime picture. 

It has been many seasons since Roman stripes . 
and vivid color combinations such as salmon, 
blue, yellow, orange and red have been used for 
the blouses of sweater and travel suits. When 
combined with the black skirt or dark brown 
jacket suit, the shoes and hats are usually in one 
tone with a dash of one of the colors. 

It has been found that this season’s color for 
the daytime frock is much above the waist line, 
and that the one-toned shoe of different surface 
finishes -is the smart theme for mid-season. 








No. 1—Brown fabric with underlays of brown kid. This 
type of footwear promises an early season. Odd tips and 
quarter lines, add a new spirit to the tailored town types. 









No. 2—Smart light weight calf town shoe, featuring the 
newer Juliette throat line. The circular stitching and 
perforations, together with the newer heel, classifies 
this shoe as tailored custom type. 





















No. 3—Tailored town is very well explained in this type 
of footwear. Black calf with oxidized silver buckle and 
tab button. The simple perforation is featured in day- 
time footwear. 















No. 4 (On the figure)—Black kid step-in with simple 
grey reptile banding. The newer walking heel and simple 
daytime pattern spirit makes this type shoe important 
in the spring picture. 
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AFIELD 


Fashion Editor, Boot and Shoe Recorder 


ARTICIPATION in sports today is the pride 

and accomplishment of the many. It is not 
enough to know the game and to enjoy it for the 
game’s sake, but it is equally essential to dress 
the part. And shoes play a leading role at all times. 

During these last few seasons, sport shoes, 
both active and spectator, have played an impor- 
tant part in the extra pair shoe business. To- 
day, the golf shoe has become a serious study 
for heel height, heel balance, toe room and toe 
comfort and the support of the counter or the 
strain of the swing. Hence the moccasin type is 
becoming a popular vamp style for the serious 
sports woman, who tramps the mountain trails 
as well as the links. Growing girls and junior 
moderns, as well as boys and their fathers, have 
learned to like the moccasin, and this year we 
shall see a revival of this type footwear. 
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SPECTATOR 


No. 1—Spectator type in two tones of brown and white 
or black and white. Tips and quarters and instep band- 
ings are important for tailored town or spectator shoes, 


No. 2—Unlined Prince of Wales oxford with rubber sole 
and toplift. This shoe has been a outstanding success 


No. 3—Two toned elk combination featuring the 
straighter saddle and the square toe line. A splendid 


No. 4 (On the figure)—A dark brown elk sport shoe 
with hand sewn vamp, unlined. The lower heel is im- 













































with covered or built up leather heel 17/8 heels. 
















across the country and promises a bigger season. 















all-around sports and travel type. 















portant in this type of footwear. 












shoes. 











CA 11M 


No. 1—Medium brown kid combined with rust and 
blond. This contrast is a splendid idea for the retailer 
as it straddles many costumes and modes. 


No. 2—Dark brown kid with matching fabric inlay. 
Light beige or gold piping lifts this shoe into the custom 
class. 


No. 3—Black kid suede with patent lacings. This shoe 
is decidedly custom in spirit and has all the swank of the 
bench-made modes. 


No. 4 (On the Model at Top of Page)—The classic 
pump in bronze kid styled with the afternoon heel. The 
introduction of two colors in the buckle, such as red and 
blue, yellow and brown or white and grey pearls, set in 
antique gold floral mountings, gives a touch of color to 
the shoe and yet allows a merchant to stock pumps of 
popular colors without the fear of a one costume shoe. 


46 





AFTERNOON | 


URING these last few seasons many new ways 

have been devised to create dresses and after- 
noon frocks. Paris has taught the uses of diagonal 
lines and mitred corners, and with the adoption 
of these ideas has come a new appreciation of 
flowing lines. 

Because of the somewhat different hats and the 
new spirit in formal fabrics, more formal lines 
and patterns have been adapted for afternoon 
Therefore period clothing and tea time 
modes in garmentry have created a new field for 
afternoon footwear. 

The present mode of contrast dressing, which 
allows a dark shoe with a lighter gown and a light 
shoe with a darker gown, also the contrast of 
finishes of the ensemble, gives a great latitude to 
the designer and the creator. Pipings, bandings 
and color contrasts are all vividly important. 
Throat details, buckles in color and odd finishes all 
help to make the important afternoon shoe. 
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EVENING 




















N the night of November 2, fashion observers 

lined the lobbies of the Metropolitan Opera 
House to note the gowns, wraps, footwear and 
accessories of those who are known as style 
leaders. 

For years, the tradition of opening of the opera 
season has carried with it the newer significance 
of the adapted Paris fashions. From the groups 
of the season’s debutantes, skirt lengths and color 
combinations are closely checked. The newest 
evening coat, the most daring jewels, the luxurious 
evening furs and the perfect evening shoe of the 
young matron of the social register are carefully 
watched for future fashion analysis. 

Sandals will lead in this season’s smart evening 
footwear. Vivid red green and combinations of 
color and material add to the magnificence of the 
‘ evening mode. 

4 Pipings in gold, silver, and colors are shown in 
the blending of sharp contrasts. 

















THE OPERA 


No. 1—Luxurious evening sandal of chestnut brown 
satin combined with high pile brown velvet. Gold and 
green pipings and bandings form the lattice toe and 
vamp lines of the shoe. 






















No. 2—Antique brocade and dark green satin. The high 
and forward quarter line adds a certain firmness to the 
open shank. The pattern of the vamp confines the toe 
with all the airiness of an open vamp. 

















No. 3—Red crepe evening slipper piped in antique gold. 
The quarter lines are particularly smart over the net or 
sheer evening hose. 









No. 4 (On the Model)—A smart combination of three- 
materials. The blending of combinations and the uses. 
of the different fabric finishes, shows artistry and 
thought as to the effect. 
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Shoes in the lower panel, left to right, include: 





(1)—The classic white buck. A variation of black enamel soles is being shown, 
also all white felt and fibre soles. 


(2)—A novelty that was tried out in Texas recently with very good success and 
will be shown for Southern wear. It is a white calf vamp and quarter, with a 
dark green sharkskin wing tip, front plug and heel foxing. Brass eyelets add color. 


(3)—All white buck will go stronger than usual this year. Made on a slightly 
wider last, the shoe has a black cork-fibre sole, but there is a decided drift to the 
fibre-felt soles in both the black and white. 


(4)—Moccasins will play a very important part in the active and “Country Club” 
types of footwear. White calf or silk vamps and quarters, with black toe pieces 
make it an excellent golf shoe. 


A smart dress shoe in natural 
linen, with Bourbon Calf trim. 
The brown calf binding around 
the top séts off the fabric in the 
vamp and quarter. This type 
Carries a very narrow toe. 


Combining white canvas with 

the black calf, the shoe at the 

left has the new narrow toe 

and high wailed last with spade 

shank that is selling all over the 

country and is representative of 
the present trend. 


Brown suede and calf—a type 

and combination that has been 

in the offing for the past two 

seasons and predicted to 

“break” at Palm Beach and 

other Southern resorts this 
Winter. 


The shoes illustrated here are 
of special significance, not only 
because they mark the trend in 
footwear for Southern sport 
wear this Winter, but especially 
because they point the way for 
Summer footwear the country 

, over. 
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BETS FOR THE SOUTH 


By HARRY R. TERHUNE 
Field Editor 


, sport shoes stand out for 
Florida and southern resort wear this winter. The 
seven favorites, as forecast on the basis of present 
indications, are illustrated on these pages. 

Two groups of materials have not as yet had a 
chance to prove their strength, the fabrics and the 
suedes. It is felt, however, that brown suedes will 
develop into a fair selling proposition if given a 
chance. By that is meant that the merchants must do 
their share in the promotion. Shoes of either all brown 
suede or the more popular conception of brown buck 
with a rich brown wing tip and heel foxing have been 
in the wind for the past two years, and this year sev- 
eral keen buyers believe that the combination will 
prove successful. 

There is a decided feeling for toned brown suede, 
especially when it is high lighted by swagger tan calf. 
This particular shoe will be plainly tailored in regard 
to detail on the vamp and foxings. In some cases, the 
moderate Cuban heel will be in evidence, but as a gen- 
eral proposition heels will stick to the one inch height. 

The reason for the anticipated popularity of the 
previously described type and for suedes as a whole, 
is the assured acceptance of the many contrasting 
coats and trousers. A check with the clothing stylists 
shows that dark brown coats and coffee colored 
trousers will be very good. Some green mixture coats 
will also be used with coffee colored trousers. 

The good old blue coat and white flannel trousers 
will be worn to some extent, but the newer version is 
a new shade of blue (an animated navy) double 
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breasted coat to be worn with eggshell flannel slacks. 
Watch out for the new white coat, a mixture of wool 
and linen, and light gray slacks. There appears to be 
an almost unlimited offering of interesting coat and 
trouser combinations. 

Men will wear plenty of color this Winter while 
sporting down on the Florida sands. Furthermore, 
they will wear entirely different clothes than hereto- 
fore. And what is equally important to know, is that 
these clothes will not be just “sports clothes,” but 
clothing for the country club and general informal 
wear. 

The idea behind it all is that this clothing is not to 
be worn for active sports and “spectator sports” does 
not convey quite the right thought. “Country club 
wear” more nearly tells the complete story. 


They will wear plenty brilliant 
ties. Soft crushable French felt hats will have color. 
The wearing of solid white and solid beige socks will 
cause men to think more of their footwear. All this 
more colorful atmosphere in sports clothing will mean 
more colorful shoes. 

That linens will be very strong in men’s clothing is 
a foregone conclusion. Linens and various shoe fabrics 
will be right in the limelight, especially in the high 
grade lines. White duck, in combination with black 
calf, is looked upon as one of the leaders in the better 
grade field. Natural linen, with brown calf on quite 
a narrow toe should be the natural foot covering of 
many men for southern resort wear. 

















+s Men Are 


“We are reminded by Arthur Brisbane that men are 
but boys grown tall. Many merchants and manufactur- 
ers are a lot like boys who walk out on the ice in the 
early skating season. Cautiously, carefully, putting one 
foot in front of the other. 

When the business horizon is darkened by the low- 
hung clouds of depression, there is a temptation to pro- 
ceed slowly. 

Fear is the monster that clings to the flying feet of 
men, preventing progress. Until makers of merchandise 
shake themselves free of fear, begin to buy and sell 
again, business will be stagnant. 

Mark Sullivan predicts that Shoe production and sell- 
ing will lead prosperity back. Natural, he says, because 
all the experts agree it is coming at a walk. 


The men who make and sell the SHOES this coun- | 
try wears, possess the nerve to forge ahead when others 
waver and stand still. They are setting an example. 





And the secret of their success is nothing more or 
less than—pure GRIT! 

Wouldn’t it be wonderful if the SHOE INDUSTRY 
OF AMERICA should show the world the way to make 
the wheels go round again? It can be done! 





The purpose of this series of weekly advertisements 
by Walter Booth is two-fold; To sell WALTER BOOTH 
SHOES, of course. But also to encourage the makers 
and sellers of America’s Shoes to forge boldly ahead. 


WALTER BOOTH 





Retailing at $3.50 to $6.50 at a profit 











Boot AND SHOE RECORDER 
combining THE SHOE RETAILER. Nov. 7, 1931 












Successful concerns of the future, says Mr. Babson, 
in one of his recent articles, will be the ones who study 
the consumer and honestly try to serve him. In the case 
of a manufacturer we believe that the retailer should be 
studied and served too. 

Reliance on past achievements, on enlarged factories 
or improved machines, will prove futile unless the man- 
agement is actuated by sincere and honest ideals of giv- 
ing its customers what they want, the way they want it, 
good quality at lowest fair price... Babson may not 
have had the BOOTH POLICY in mind when he wrote, 
but he might just as well have had, because the business 
of WALTER BOOTH has been built on just that. 


To Review Briefly the BOOTH POLICY: 


The business of Booth is based on a Creed consisting of 
the Highest Ideals the Shoe Industry has ever known. 
Religiously followed for nearly seven years it has brought 
phenomenal success. 

Among the features of General Policy we find; 


No re-sale price stamped on shoes. 
No company owned retail stores. 
No price concessions to favorites. 
No shoes masquerading under other names. 


A sympathetic understanding of the fundamental fact 
of business. That the Shoe Retailer MUST MAKE A 
PROFIT on every pair of shoes. 


The price of WALTER BOOTH SHOES enables the 
retailer to get his needed mark-up — and it must be over 
thirty per cent if he is to continue in business successfully. 

There’s just room for one more line. We'll make it 


this; By the BOOTH POLICY shall you succeed. 


SHOE COMPANY 


Milwaukee, Wisconsin 
MEN’ §S DR ES § S H OE § 


In stock AAA — EEEE — Sizes 5-14 
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Boys Grown Tall 
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Closing the Shoe Sale 


Some Salespeople Handle Customers in Such a Manner That 






Sales Are Not Only Difficult but Impossible to Close 


By HUGH THOMPSON 


[ 


Last week | had some things to 
say about “Closing the Sale,” my contention being 
that if the customer is properly handled from the be- 
ginning, the sale will automatically close itself. 

That article seems to call for another, giving some 
examples of the kind of salesmanship that creates hard 
customers. I am quite aware that some of the ex- 
amples I am going to give will be hard to believe, but 
I give you my word of honor that each is an actual 
fact, not exaggerated in the least. From these ex- 
amples I want to draw some conclusions and offer 
some suggestions. 

Some months ago I was in a family shoe store that 
has been in the same spot for over 40 years. The pro- 
prietor was complaining that things were not like they 
use to be and blaming the chain store and various 
other things for his dwindling business. 

A customer came in. Here is what I overheard and 
saw. In the first place that customer walked almost 
the length of the store before she had any attention. 
Then a salesman turned from some stock work he was 
doing and asked, “Do you want shoes?” The cus- 
tomer having answered that she did, he asked suc- 
cessively, “Do you want black or brown? Do you like 
an oxford or strap? What size?” Believe it or not, 
the customer was still standing and had not been 
shown a shoe. 

I watched that salesman for about half an hour. 
He showed plenty of shoes when he once got started, 
but the customer went out without buying. The 
worst part of this particular tale is that the owner of 
that store stood as close to the whole transaction as I 
did and made no comment. 

Last June I went into the shoe department of one 
of the prominent Fifth Avenue stores in New York. 
A lady came in and was greeted at the elevator by a 
floor man who called a salesman and invited the cus- 
tomer to be seated. The salesman was most agree- 


able. He took off the lady’s shoe, asked her a ques- 


Second of Two Articles by Mr. Thompson on Retail Shoe Selling, based 
upon his own experience and observations. 
out some common errors of salespeople and how to avoid them. 


In this article he points 


] 


tion or two which I could not hear and departed for 
the shoes. I was rather astonished to see him return 
with at least a dozen boxes of shoes. He spread 
these boxes all around the customer, taking one shoe 
out of each box and tilting it on the box. Then he 
picked them up one by one and showed them to the 
customer, not on her feet, but in her hand. 

I left him there with the customer and went away to 
another part of the store. Returning about an hour 
later I met the lady just getting on the elevator. I said 
to the salesman, “You must have gotten a good sale 
from that customer,” “Not a damned thing,” he an- 
swered. “She didn’t know what she wanted.” I 
thought to myself, I wonder. 


[ went into a store to make a 
purchase recently. The thing I wanted was shirts. 
The same kind I have bought in that store for sev- 
eral years. There were two salesmen behind the 
counter. They were discussing the Athletics, I 
mean the ball team. I waited a minute or two and 
then said, “I am in a little hurry. Will one of you 
gentlemen wait on me?” 

One of them stepped forward all smiles and 
apologized for keeping me waiting. I felt better. 
Imagine my surprise when he told me they did not 
sell the kind of shirt I described. I showed him the 
one I had on, but he insisted I was mistaken. I 
finally took off my collar and let him see his firm’s * 
label in the shirt. He had to admit that the shirt 
was bought from them but said they did not have 
them any more and tried to sell me another kind. 

I went back to that store two days later and saw 
the man I usually dealt with and he produced the 
shirts at once. : 

A lady told me of an experience of hers in a 
prominent shoe store, so prominent that the name 

[TURN TO PAGE 56, PLEASE] 
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You are cordially invited 
to visit our Madison Ave- 
nue showroom when in 
New York during National 
Seasonal Opening and Shoe 
Display Week. 


waar 
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DELNMAN > PRESENTS... 
AA New Line of Golf Shoes 


WITH DAREX SOLES 


A comptere line of over fifteen models . . . designed by 
Delman . . . made by Delman’s master shoemakers in Delman’s own 
workrooms . . . equipped with the new Darex Insulating Soles. 


Each built to appeal to the eye . 


..- to SELL. 


P) 
... to subtract strokes from the score 





A R&PRESENTATIVE model is illustrated here — the 
St. Andrews (design patent applied for) . . available in a variety of Delman 
combinations. Notice the perfectly blending Darex Sole. Its suede-like 
finish complements the soft, rich leather. Always comfortable — always 
smart — impervious to dampness, heat or cold, Darex Soles cannot slip 
—will not mark nor mar smooth surfaces. 


These and other Delman models, to retail from $12.50, are available to 
better shops in the principal cities. We are interested in hearing from 
retailers of footwear in the upper price ranges. 






LD 


DELMAN BLDG 
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Say, SHOE SALON 
NS 
- 558 MADISON AVENUE : NEW YORK 


A COMPLETE LINE OF SOUTHERN FOOTWEAR 


IS NOW READY 









Personal Customer Contact Pays 


How the Innes Shoe Department in Kansas City 


Has Maintained Sales Volume Despite Depression 


By LAWRENCE. KING 


® 


Every customer who buys a 
pair of shoes from the Innes high grade shoe depart- 
ment receives a personal letter from the buyer. This 
is not a form or multigraphed letter but one dictated 
directly and hand signed. And no customer gets the 
same letter twice. That, in a couple of nut shells, is 
one of the contributing factors in enabling this 
Wichita, Kansas, department store to hold up its shoe 
sales during the two year period of under consump- 
tion. 

“Naturally,” Buyer L. P. Hallack says, “we have 
lost volume, but we are very much on the good side 
of the profit and loss ledger.” 

Before giving some very good examples of the 
Hallack letters, let’s run through the mechanics of 
bringing the necessary information to the buyer’s 
desk. A printed square of ruled paper, measuring 
4Y% inches, is the unit control. 

A description, including the date, the cost and retail 
price is placed on this sheet as the goods are checked 
in stock. These tickets are placed in the back of each 
box. When the shoe is sold, all the information be- 
fore the first four lines is filled in by the salesman, so 
that the department has an accurate check on the trans- 
action. This slip is also used in keeping track of the 
mark-downs. 

By means of this record, the office girl each day 
checks the stock records, then tallies the customers 
served. The shoe department’s mailing list is also 
made up from these tickets. The name and address 


of the purchaser of every 


that form a very profitable group, as they are very 
appreciative of the style information and special 
booklets sent to them. 

Style information is regularly sent to the Innes 
shoe patrons. After each and every trip to the mar- 
ket, Mr. Hallack writes a letter in which he sets forth 
the exact fashion trend. This letter is a summary 
of advance information on the leading materials, lasts, 
patterns, heels and such details as go to make shoes 
fashionable. This letter also goes to 6000 charge 
customers, who are equally pleased to get it, as it 
comes out ahead of even the millinery or ready-to- 
wear stylist information. 

About three times a year a “private sale” is held. 
The object of these sales is to keep the short lines 
from getting unseasonable, and as these sales are 
sure-fire producers of some $2,800 worth of business, 
they can reasonably be said to be profitable. 


The letter that brings them in: 
“On next Wednesday and Thursday we are holding 
a private sale of short lines and broken sizes of our 
finest shoes, selling regularly from $10.50 to $14.50. 
The two prices will be $6.75 and $8.75. Included will 
be famous makes, as I. Miller, Grenada and Foot 
Saver. 
“This sale will not be advertised in the newspapers 
nor will the shoes be placed in the windows, Only 
our good friends who receive this letter will know 


about it. We will be very 





pair of shoes bought dur- 
ing the past seven years 
has been properly tabulated. 
No names of customers 
who have not purchased a 
second pair of shoes within 
twenty-four months are 
followed up. 

Lists are segregated for 
mailing purposes. For ex- 


Thank You - 





| enjoyed waiting on you and hope 
you find everything satisfactory. 


If | may be of any further service,” 
please Dial 3-228). 


glad to have you come in 
and select as many pairs as 
you desire from these two 
groups. We promise you 
that you will not be disap- 
pointed in values. 

“We take this method of 
clearing our short lines 
right in the middle of the 
season when the styles are 


S. Newfu 
Innes Shoe Dept. 








ample, in the high grade 
department, there are 1900 
cash out-of-town customers 


54 





A courteous acknowledgment in the form of a card signed 
by the salesman, enclosed with every package of shoes that 
leaves the Innes shoes department. 


best and the season ahead is 
long, rather than waiting 
[TURN TO PAGE 138, PLEASE] 
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ORIGINAL EDUCATORS 

















EDUCATOR CUSTOMERS THAT 
ARE YOURS EXCLUSIVELY— 


These loyal Educator Customers constitute a clientele that is representative 
of the high position that Educator Shoes attained years ago, and still holds, 
in the shoe world. Doctors, Lawyers, Bankers, Ministers, Business Men 
and thousands of other men who Know and Appreciate the Comfort and 
Satisfaction they have enjoyed with Original Educator Shoes. These 
Educator customers are sold on Educators, they need only to be supplied. 


Remember: Once an EDUCATOR CUSTOMER 
always an EDUCATOR CUSTOMER 


; ‘ P P Remember there are loyal 
7] 
What an opportunity for You in your community, as the New Prices make EDUCATOR CUSTOMERS 


Educator Shoes interesting and Profitable for your store. . , : 
in every community. This 


Let us send you Now the new prices and Catalogue of Educator Shoes for trade belongs to YOU 
4 the Entire Family from Infants shoes to Riding Boots. 


The Educator line will be on display at the offices of the 
Company during the National Seasonal Shoe Display 


Week. A cordial welcome is extended to visiting retailers. 


EDUCATOR SHOK CORD. of AMERICA 


225 West 34th Street, New York, N. Y. 








BENT BONES STRAIGHT BONES 


that were bent that grew straight in’ 
@ by Pointed Shoes EpucaTorR SHoes 
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would be recognized by practically ev- 
ery reader of the RECORDER. She is a 
lady of rather positive ideas, who 
usually knows what she wants. 

She asked for the kind of shoe she 
wanted in this shoe store but they did 
not seem to have it. She was shown a 
number of other kinds and styles but 
not what she had asked for. She finally 
gave it up, thanked the salesman for 
his attention and started out. As she 
neared the door she was surprised to 
see just the kind of shoe she was look- 
ing for in a show case. 

She turned back to the salesman and 
asked, “Don’t you have my size in this 
shoe? This is just what I want.” The 
salesman said, “Yes, I guess so. That 
shoe is $16.50.” Out she went. That 
woman was quite able to pay $16.50, 
if it were necessary. 

In Washington, D. C., I saw a cus- 
tomer come into one of the old-estab- 
lished stores. The store is rather long. 
The nearest salesman to the door was 
about half way back. The customer 
walked all the way to him before he 
moved. Oh, shucks, what’s the use of 
going on? I could fill this magazine 
with stories of the same kind. Let’s 
stop worrying about closing the sale 
and get a little intelligence and ordi- 
nary courtesy into the beginning of it. 

I guess I am getting myself into hot 
water and somebody is going to write 
the RECORDER and ask: “Who is this 
guy Thompson?” when they read the 
next thing I am going to say. 

But I am going to say it just the 
same, because I believe it is the truth. 
And here it is: 

BY FAR THE GREATEST PART 
OF THE DISCOURTESY, CARE- 
LESSNESS, IGNORANCE AND 
LACK OF ATTENTION AT THE 
BEGINNING OF THE SALE IS THE 
FAULT OF THE PERSON IN 
CHARGE OF SALES, WHETHER 
HE BE THE OWNER OR EM- 
PLOYED MANAGER OF THE 
STORE. 

If customers are allowed to come 
into the store and wait for attention, 
if salesmen are permitted to finish 
some private conversation or stock 
work before greeting a customer, if the 
salesforce is ignorant of the stock, if 
salespeople are permitted to accumu- 
late stock around them so that the store 
looks a mess, if any or all of those 
things which create a bad first impres- 
sion are permitted in the store, then I 
say that the store is badly organized 
and that the blame rests squarely on 
the shoulders of the person in charge. 

Many of the larger stores have a 
man to meet customers at the door and 
call a salesman. Fine, if you can af- 
ford it. But, in one such store, when 
the floor man had greeted a customer 
and then turned and yelled, “Sales, for- 
ward!” I thought it was rotten. And I 








Closing the Shoe Sale 


[CONTINUED FROM PAGE 52] 


was standing, with the owner of that 
store, within five feet of the man. I 
hope he reads this. 

There are thousands of little spe- 
cialty shops all over the country that 
are making good solely on this one 
thing of personal, courteous attention. 

Here are some suggestions I have to 
offer. I believe the practice of these 
simple courtesies will go a long way 
toward starting the sale right, with the 
customer feeling that ‘his or her needs 
are a matter of real concern to the 
store and that they will materially help 
in the prompt and mutually satisfac- 
tory closing of the sale, providing, of 
course, that the intermediate steps are 
handled with equal courtesy and intel- 
ligence. 

Never let a customer speak first. 
Never mind what the exact words may 
be, but speak to the customer with 
some word of welcome or attention be- 
fore they can ask for it. 

If a floor man is employed, let him 
take the customer personally to the 
salesman for attention. It will be bet- 
ter for his feet anyhow. Any doctor 
will tell you that walking is not so 
hard on the feet as standing in one 
place. 

If there is no floor man, then have 
some salesman near the door to greet 
the customer. No matter how small 
the store, some way can be found to 
make the incoming customer welcome. 

Avoid familiarity. That may be all 
right with personal friends but when 
I went into a store recently and the 
salesman said, “Hello, buddy, what can 
I do for you?” I said, “Not a thing,” 
and walked out. Maybe I’m a crank, 
but I think there are lots more like me. 

See to it that your people know what 
you have in stock and why. 

Insist that each salesperson keep 
the section around him or her clean 
and presentable. See that stock is re- 
turned promptly to its place. This not 
only keeps the store more presentable 
but gets the shoes back on sale. © 

But why go on? If your sales force 
is trained to greet the incoming cus- 
tomer properly, if they know what 
they have to sell, if they are posted on 
style, if they are quick and courteous 
in waiting on their customers, if they 
are trained to find out what their cus- 
tomers’ wants or needs are and do not 
confuse them by trying to wear them 
out by showing all the shoes in the 
place, if they do all these things and 
some more, you can add for yourself, 
sales will be closed promptly and to 
the mutual satisfaction and profit of 
both the customer and the store. 

But the millennium hasn’t come yet. 
Human beings are still far from ideal. 
All of this is not going to happen to 
your salesforce unless you, as the man- 
ager of sales, are on the job. Not only 
by precept, but much more by example. 
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Remember, all you can do in beautify- 
ing your store, in buying your shoes, in 
advertising, in anything or everything 
to make your store a popular one, boils 
down, in the last analysis, to the per- 
sonal contact of some one of your sales- 
people with an individual customer. To 
the customer, that salesperson is YOU, 
YOUR STORE, YOUR STOCK, EV- 
ERYTHING THAT GIVES YOU AN 
EXCUSE FOR BEING IN BUSI- 
NESS AT ALL. 

The basis of all successful trading is 
confidence. Your salesforce will have 
confidence in You, in your store, in 
your style selections, in your shoes, in 
just the proportion that you keep them 
posted. That confidence, imparted to 
your customers, will go a long way 
toward solving the sales question. 





How to Get There 
[CONTINUED FROM PAGE 41] 


at the Information Desk on the 
Mezzanine floor of the Hotel Com- 
modore; and the Certificate will be 
signed by the Secretary of the Na- 
tional Boot and Shoe Manufactur- 
ers Association, validated by an 
agent of the Trunk Line and Pas- 
senger Association; and you will 
then be privileged to buy a ticket 
returning at one-half the regular 
fare. 

When can Certificates be presented 
for validation? 

Any time between Nov. 16 and 
Nov. 19, 1931. 

Are certificates issued at all rail- 
road stations? 

No. Some stations do not have 
“Convention Certificates”; and it 
is therefore advisable to make ar- 
rangements for your transporta- 
tion and Certificate a day or two 
in advance. 

Do the rates apply in all sections 
of the United States and Canada? 
Yes. All the trunk line and pas- 
senger associations have agreed to 
the special rates; if the Certificates 
are presented as outlined. 

What is the return limit on tick- 
ets? 

Up to thirty days from the time 
of the date of purchasing the ticket 
to New York and the date of the 
Certificate. 


>. 





New Eastwood Store 


ROcHESTER, N. Y.—William East- 
wood & Son, largest retail shoe store 
in Rochester, has abandoned its State 
Street store and opened a new estab- 
lishment in Main Street West, dealing 
entirely in men’s shoes. The East Ave- 
nue store handles all lines. 
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The Best-Ever Slipper Company properly marks twelve 
years of successful manufacturing and distribution of 
Best-Ever Slippers with a twelve page anniversary section. 


BEST 


“Of the Better Grade E ER for the Better Trade” 


ee 
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ANY retailers under existing condi- 
tions more than ever appreciate the 
potential merchandising possibilities of 
items which rightfully belong in the stores 


as overhead 
absorbers 
and profit 
makers. 
Slippers 
hold mer- 
chandis- 
ing possibili- 
ties for the 
shoe retailer 
which only a 
few individ- 
uals in the 
trade fully 
appreciate. 

Twelve 
years ago, 
Herman 
Rosenheim, 
founder of 
the Best- 
Ever Slipper 
Company, 
Inc., made 
a statement 
that he 
would rath- 
er sell a cus- 
tomer his 
proved mer- 
chandis- 
ing ideas 
than to sell 
him an orig- 


‘ 


‘,.. something beyond—a higher point, a subtle and un- 
mistakable touch of love and pride beyond mere skill; 


almost an inspiration which gives—that finish which is 
almost art—which is art.” 


JOSEPH CONRAD 








































HERMAN ROSENHEIM 
Founder and President, Best-Ever Slipper Co., Inc. 


Everyone Appreciates Quality 


inal order of merely merchandise. He con- 
tended that any dealer could start with a 
small assortment of Best-Evers and enjoy 
a constant year round profitable turnover 


if he would 
follow the 
Best- Ever 
formula— 
the essence 
of which is 
‘* constant 
display, reg- 
ularsize-ups, 
and price 
mainte- 
nance.’’ 
From actual 
tests made 
and person- 
al observa- 
tion over a 
number of 
years, it has 
been found 
that a strict 
adherence to 
this formula 
is practically 
equivalent to 
a guarantee 
of successful 
slipper mer- 
chandising. 

If a mer- 
chant will 
stop to con- 
sider the 
comparative 





THOSE WHO DEMAND QUALITY | 





¢ PREFER BEST-EVERS ° 
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selling cost per unit, of slippers, he will 
readily observe that same is infinitesi- 
mal as compared with the selling cost 
on shoes. Furthermore, the amount in- 
vested at any one time may be very 
nominal if the Dealer will do business 
with a manufacturer giving such ade- 
quate in-stock service as offered by the 
Best-Ever Company. A wide variety of 
widths is unnecessary and to obviate 
this additional investment on the part 
of the dealer, the Best-Ever Slipper 
Company has for years been manufac- 
turing their slippers on a special com- 
bination last which, fitting very snug at 
the heel is very adjustable to the various 
widths. 

However, the leading styles are stocked 
in at least two widths and all sizes are 
made in precise half sizes. 

In days gone by, slippers were looked 
upon solely as an article for holiday 
sale, and the old time dealer would take 
his slippers off display after Christmas 
and stick them back on the shelves until 
the following Christ- 
mas. It was found that 
they sold actively as 
long as they were dis- 
played, and as soon as 
they were taken off 
display, sales practi- 
cally stopped. 

Mr. Rosenheim has 
always been convinced 
that as slippers were 
WORN twelve 
months in the year, 


they could be SOLD 


CHARLES FELDMAN 


Secretary and Sales 
Manager 





twelve months in the year providing 
they were put on display where prospec- 
tive customers could see them. Sugges- 
tion is an important element in the mer- 
chandising of any product. He there- 
fore formulated the policy of the com- 
pany on the theory that the success of 
the company was entirely dependent 
upon the success of dealers in merchan- 
dising Best-Evers. 

Therefore, every Best-Ever Merchan- 
dising plan is first thought of in con- 
junction with “what will it bring to the 
merchant’’—and after the plan answers 
the question to the satisfaction of Mr. 
Rosenheim, and other executives of the 
company, it is then put into effect. The 
slogan of the Best-Ever Slipper Com- 
pany is “Of the Better Grade for the 
Better Trade.” 

And yet—being mindful of the prevail- 
ing economic conditions Best-Ever has, 
by effecting real economies in produc- 
tion, been able to readjust their prices in 
keeping with the present popular trend. 
Merchants can now 
price down without 
grading down. 

A large variety of 
styles and colors is 
maintained in both 
leather and fabrics so 
that any merchant may 
buy as moderately as 
he may wish and yet 
enjoy a continuous and 
profitable turnover by 
sizing up as regularly 
as he sells. 


Eart H. SPALDING 
Production Manager 
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—and Still Time for Profit 
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Style arr Ko Kid with Kid soft sole 
d_ ‘‘Crepe-Tex”’ cman to match. 

12/8 covered Cuban heel. 
IN STOCK in C width only, in Black, Red, 
Blue, Green, Lavender, Patent 


leather $1.65 
Style 7094—Is same in Round Toe Model $1.65 
Style 0694—Same model with Best-Ever pat- 













Style ete 4 8 Black Satin (480 Count) 
lined with Coral silk Crepe. Black 
Silk Velvet bow edged with Silver 

Kid. 14/8 full breasted heel. 





IN STOCK in A and C widths $2.85 

Style —-- % model in selected Kid with wine wa % I 
Silk Crepe lining and silk velvet IN STOCK in A and C widths in Black, ~ San 
s to match. Red and Blue; and C widths only ~— 


IN nae in A and C widths in Black, 


Red, Blue, Green, Lavender $3.25 in Green, Lavender, and Patent 


$2.00 © 
Style 0094—Is same in Round Toe Model $2.00 






Style ete ~~ Crepe —_ owe lin- 
gs to match. 12/8 

IN STOCK in C width only in nalack, Coral 
and French Blue $2.35 





Style 232i—Children’s Selected Kid — 
pump, with sole to match. Ecru 
wool felt lining. Adjustable ‘‘Koh- 

a snap-fastener buckle. 


Style eee -y Crepe with Skinner’s IN sTrock "a Brown, Red, Blue. 
Satin Saddle, Bow and Heel cover. Sizes 5 $1.00 
Crepe linings to match. 14/8 heel. “ 











IN — in A 4 C widths in Black, “11% t 


NEW YORK SHOWROOM, 705 MARBRIDGE BLDG., 


BEST- EVER : 


New York Office—705 Marbridge Bldg. 


= 
4 
5 
; 
ry 
: 


meena an} wapeeens 





75 FRONT STREET 
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Style eee me Kip Sides with soft sole 
tech. Fawn Moire lining. 

Moulded Counter and Steel Shank. 

IN STOCK in Brown, Red, lue 4 


Patent 
Style 534—Made of cheaper selection of leath- 
er, with fawn suede soft sole and 
rayon lining. Soft counter. 
IN STOCK in Black and Brown $1.65 
Same in boys’ sizes 1 to 5% in Brown ~<— 
1.35 





hee. 
IN STOCK 





Between Now and Xmas! 


ple Holiday Business 


Style —— "M7 Kid with Fawn Moire 


ning. Best-Ever patented proc- 


pn Flexo 





leather 


‘in Black, 


sole, Rubber 


Brown, Red, Blue 
$2.25 


Style 8396—Selected Kid 


with full Kid linings. 
Laced trim on Vamp. 


Be 


st - Ever 


patented 


process Flexo leather 


sole. 
IN STOC 


Leather heel. 
K in Brown, 


Red, Blue and Patent 


in 


D and E width 


(combination last) A 
and B width to order 








“POPULARIS” $1.95 RETAILERS 


“Popularis’’ slippers are made in our plant No. 2 





Style a yy Kid and Crepe. Kid 
and heel cover with Black 
Sik crepe Quarter. Black Kid 
Soft sole. Crepe lining te match 
kid. 12/8 Cuban hee 
IN STOCK in C width, in Black, Red, Blue, IN 
Green and Lavender. All with 


Black Crepe Quarters. $1.25 


CORNER BROADWAY AND THIRTY-FOURTH STREET 


WING 


Export Office—75 Cliff Street 


EME SEER OPIS IES 


SLIPPER C 
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Style 964—Crepe 


Sandal 
Crepe instep strap 
adjustable 
Crepe linings to 


— Kid soft sole. 
eel. 
STOCK in C 


width, 
French Blue, 


Coral, 
Green Straps and linings 


with 


nent 


“‘Koh-I-N 


snap- Saget 


match 


buckle. 
straps. 


12/8 Cuban 


in Black with 


Orchid and 


$1.25 


BROOKLYN, N. Y. 















Best-Ever Ulttlizes 











Shoe Fabrics of Enduring Beauty 





“Of the Better Grade 
for the Better Trade” 








WY sieves Best-Ever Slippers are 


chosen there you will find a ready 


Satin Mules are always 
good. These may be had 
in a variety of trims in- 
cluding bows, feathers, 


cima abe. appreciation of the fact that Skinner's 


satins and crepes are used extensively 


by Best-Ever. 


For the Best-Ever people have a 


realization of the magic of quality in 


SHOE SATIN 
SHOE CREPE 


merchandise. They know that only 


quality products attractively priced 


SHOE FAILLE 


and modishly styled can survive 





SHOE MOIRE 


- i decades of changing economic 
VRILLE 








conditions. 











Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 7, 


























aes OR it saan aint 






QUALITY 
The Only Sound Foundation 
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From the very beginning we have devoted our efforts to the 
making of Quality slippers. 


That our efforts are successful is attested by the continued 
acceptance of Best-Evers by many of the most noteworthy 
retailers. 


With the present trend toward lower prices comes the danger 
of lowered standards of quelity. 


Our rigid standards of quality are being consistently main- 
tained. Wherever it has been possible to cut our costs and 
still keep up our high quality, we have done so. 


Quality manufacturing is the only business we understand. 
By adhering strictly to this, by continually striving to improve 
wherever possible, and by basing prices on actual costs, we 
have developed a Reliable Product. 


The fine trade, both here and abroad, is being served by 
Best-Ever, and every effort is being concentrated to the end 
that we may continue to merit this preference. 


Character, individuality, fitting qualities, fine workmanship 
and service have built for us the Best-Ever business, and the 
same qualities that have built for Best-Ever will build for you. 
QUALITY—THE ONLY SOUND FOUNDATION. 


BEST-EVER SLIPPER CO., Inc. 


Main Factory and General Offices: 


75 Front St., Brooklyn, N. Y. 















Best-Ever Slippers 
Are Made on NEW YORK LASTS 


BEST 
EVER 


eR 


“Of the Better Grade 
for the Better Trade” 




















t is sheer mastery of lastcraft, 






This 

° ; ffers 

backed by an organization geared sess 

A trim Silk Crepe Mule. Stocked to service which induces Best-Ever See 





in black and pastel colors. 





Slipper Company to build their 





Refer to the Best-Ever Catalog. 





quality product year after year on 












| a the lasts of the New York Last 
i Producers of men’s, women’s and C ; iil 
i ompany. Supplying the majorit 
s children’s lasts for Welt, Turn, P Y PPIY § py 
a McKay, Compo and Stitchdown of new ideas in lasts to the industry, 
* construction, New York Last 

P Company serves the entire nation the New York Last Company con- 
i in aa aaa ncat tinues in the very forefront as undis- 


everywhere. May we have the 






‘ plonnure of serving your puted creators of the most styleful 





° and perfect fitting lasts. 







THE NEW YORK LAST COMPANY 


ESTABLISHED IN 1900 


335-345 EAST 27th STREET, NEW YORK CITY 


THOSE WHO DEMAND QUALITY [iil Iil 
* PREFER BEST-EVERS + IiMIil 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 7, 1931 





















VODE KID SLIPPER 
COLORS 


* 


With us the making of Vode Kid 
for slippers is a highly specialized 
proposition— 













—requiring a particular selection | 
of raw stock—not only for special i 
comfort but also for distinguishing 
color brilliance and individuality. 













’ This distinctive Kid Sandal Color 46 RED L 
es Color 340 BLUE , i 
or Holiday ing. Fiv r pat Bf 
of Kid. Color 61 GREEN eB i 
r 1 tf 
See the Best-Ever Catalog. Color 148 LAVENDER f Te 
, are in large volume demand. ; i 
i 
Especially originated for their b 4 
purpose, they are noticeably supe iy : 
rior to the ordinary. 7 





* 





ALLIED KID 
COMPANY 


STANDARD KID DIVISION 
209 SOUTH ST, BOSTON 
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Best-Ever Reinforces 
with Peters Bros, Products 


“Of the Better Grade 
for the Better Trade” 


























Fi E D'Orsays in Silk Crepe add | ' ; \ 
at i a touch of smartness. n the manufaciure of quality slip- ' 
_— This one is stocked in pers, reinforcing and backing of ' 
if | black and pastel colors 
q : fabrics plays a prominent part—and | 
| t ee: | 
i for the reinforcing of Best-Ever Slip- ; 
ia pers, the Best-Ever Slipper Company ‘ 
v, TRADE-MARK ’ 
 @ uses Peters Brothers reinforcing prod- ) 
a | , 
. STIC TUIT ucts assuring themselves and their z 
4 REG. U. S. PAT. OFF. customers added strength in the / 
4 ; re I 
i fabrics utilized. ; 
4 PETERS BROS. RUBBER CO,, INC. 
: BROOKLYN LYNN ST. LOUIS CHICAGO 


¢ PREFER BEST-EVERS 
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“Of the Better Grade 
for the Better Trade” 


So many manufacturers are asking 
the question—"What type of shoe 
will the woman wear between the 
middle of November and the first 
of March?.’ 


It is obvious that a dark brown 
kid shoe will be the choice during 
this period. 


The vogue for brown is so great 
that boudoir slippers of brown 
kid, trimmed in gold, have become 
a high light of the mode. 


Amalgamated proves its color 
leadership by featuring the pre- 
cisely correct brown for fall— 
Monk Brown No. 176. 


AMALGAMATED LEATHER CO’S. 


Wilmington, Delaware 
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Stylegram from Amalgamated 





Selected Kid with Silk Crepe 





lining and silk velvet bow edged e 
in Gold or Silver Kid. Full BS a 
breasted heel. Truly a fine f . 
slipper. # ‘~ 
a q 
a Fi 
Is in the Best-Ever Catalog. tt 2 
re Ae 
* | & 
im Bi 
Bi 






€ MARK 


cAmalgamated 


SUPREME IN 


=; r 
SUPREME IN 


white 


Lapse SAYS MSE LEG PR eS: 
sy veReRE 


sythyiahe 
aed I get ban, 


‘h 





34 
ce. 
2 
2% 
33 
a 
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FEATURES 


OF OUR 


















The six unusual features of our King Spool are six reasons why B ST 
Best-Ever Slipper Company, makers of quality slippers, use EVER 
Summit Thread. We are indeed happy to join hands with Best- vee As 
Ever in their twelfth anniversary celebration, and heartily felici- lippers 
tate them on their excellent record. 





“Of the Better Grade 
for the Better Trade” 
D> 
2 
: Pliable Moisture-Proof Paste- 
= B® board Tube. Will fit any thread 


stand. 


No Top Flange to interfere 
when unwinding; will feed to 
machine from any angle. 





Vy 


HUM) 
A! 


Wound with Angle of 45°, pre- 
venting skinning off when han- 
dled. 


Mh 
\\ 


Y 
\ 


Thy 
| ' 
’ 
NNN 


Ml 
stunt 


MMT 
N 


Criss -Cross or Union Wind, 
thread retains elasticity, remains 
perfectly round, feeds to the 
machine smoothly without snag- 
ging. 


Mh 
/ 
AN 





Whim 
Wiis 
NW 


} 


y 


fi) /}) 
AN 








4 


Wood Base,—Thread is pro- 
tected; will not peel off; has 
sufficient weight so that King 
Spool remains stable on thread 
stand, and 





itn A OD 


Felt tube base is dispensed 
with. 








SUMMIT THREAD COMPANY 


“An Old Company with a Young Spirit” 






Mills: East Hampton, Conn. 
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MRE Ride 













Announcing a New Paris Service 


for American Manufacturers 


LTHOUGH probably ballyhooed 
to an extreme, Paris is certainly 
important and has tremendous 

influence on American fashions. 
Conaway-Winter recognizing the im- 
portance of Parisian originations have 
always maintained Paris contacts— 
but now Conaway-Winter announces 
the opening of a Paris studio under 
the direction of Marie Borel, a well 


known stylist. 


The opening of this Paris studio will 
give to American manufactur- 

ers and retailers an opportu- 

nity to get first hand shoe fash- _4 
ion information, which will be “ 
disseminated through the 
American offices of Conaway- 
Winter. 


At the Hotel Commodore, Suite 1072, Ree seman 


November 16th to 20th, Conaway-Winter 
representatives will be glad to assist in 
the fashioning of Authentic Spring and 
Summer 1932 Shoe Styles. 


Shoe Fashion Service 


CONAWAY- 
WINTER 


... STUDIOS... 


214 Duffield St., 
Brooklyn 

11 South Street, Bos- 210 Michigan  St., 
ton Milwaukee 


Bens Gere 


ose 


1421 Olive St., St. 
Louis 





PARI/ 


STUDIO 





CoNnAWAY-WINTER | 
SHOE FASHION SERVICE 





Spring Shee Styles Fashion Porecaet 


PARIS 
Noverber 1,193 


r i Q gautTmer er in 
nave been rushed acrose 
1a firm you hones, 


4 conf 









wf sporte are behind, some 
% the interpretations of 
nfluenced ty light 


“gly int 








CONAWAY-WINTER STUDIOS 











This Fashion letter from Marie Borel, including shoe sketches from 
—— bottiers, will be mailed regularly from Paris to Conaway-Winter 
clients. 

Actual unique Parisian shoe uppers are being purchased from French 
makers and will undoubtedly be of great value ta. manufacturers of 
discernment, 

Sketches of new originations and material combinations will be sub- 
mitted to shoe manufacturers as quickly as they can be procured. 
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A. S. BECK SHOE STORES 
MACKTA BROS. SHOE STORES 
HAUSMAN SHOE STORES 
MILES SHOE STORES 





“BUILT BY GREENBAUM” 


“The Stores We Build 


—Build Our Business’’ 


ANSONIA BOOTERY SHOPS 
DIAMOND SHOE CoO. 
MORRIS SHOE CO. 

BOND SHOE STORES 


* FOOTWEAR FIT TO WEAR” 


-- 


5 ad 

















Doorways That Bid Business Enter 


In selling shoes, success starts at the doorway. Win- 
dow displays play a more important part in the 
shoe business than in most other lines of retailing. 
Customers study styles through the windows and 
often make definite selections before they enter 
the store. If the entrance fails to impress they may 


not enter at all. 


In the modern shoe store the exterior becomes a 

DESIGNERS AND 

BUILDERS OF 

DISTINCTIVE STORE 
FRONTS 


ESTIMATES FURNISHED 





GREENBAUM 


WOODWORKING CO., Inc. 


138 East Twenty-fifth Street, New York 


subject of thoughtful and painstaking study. The 
illustration on this page portrays a distinctive trend 
in modern store planning, artistically designed to 
attract people to whom beautiful merchandise ap- 
peals. 


We are specialists in the field of providing the 
proper store front for your merchandise, and still 
keeping the expenditures within your limits. 


MAKERS OF 
CABINET WORK 
BUSINESS INTERIORS 


ARCHITECTURAL 
SERVICE 
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RIKER 
IMPROVED 


STRAP BUCKLE 


SIMPLIFIES SEWING ON IN FACTORY 
REDUCES COST—ONE STITCHING ONLY 





9012—5 /16 9011—3,8 


PATENT ALLOWED October 29, 1931 


We will protect our patent RIGHTS 


THE RIKER COMPANY 


NEWARK, N. J. 








“—and a pair of 


STANDARD Spats” 


Get that extra profit. Every man who been offered at such attractive prices. 
buys shoes should be offered a pair of This has been accomplished without the 
Spats. This year business goes to those slightest sacrifice of Quality. 


who fight for it. 
Cold weather is here. Give your Spats a 


You will find a ready acceptance for prominent spot in your windows. Use 
STANDARD Spats—for more than half the handsome new STANDARD display 
a century America’s most famous line of cards (a set will be rushed to you if you 


Spats. say sO). 
Never before have STANDARD Spats Let’s go! 


S. RAUH & COMPANY 
650 SIXTH AVENUE, NEW YORK 


; i 


P A T S FL 
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Depression! 


ee a depression for those who are content to go on and do 
things in the ordinary manner, but out of this depression comes new 
economic thought that makes it possible for many to rise to greater heights 
than ever before. 


In the business of importing shoes, great changes have been made. The 
imported shoe is no longer characterized as a luxury product—lInstead it 
has become a volume quality and price product highly suitable for the 
great American people. 


In order to meet present day conditions a group of highly experienced exec- 
utives and workmen have recently organized a new manufacturing business 


at T'rebic, Czechoslovakia, known as The ALL RIGHT SCHUHFABRIK, 
G.M.B.H. 

Organized to meet present day economic conditions, The ALL RIGHT 
SCHUHFABRIK, manufacturing McKay and moulded sole sandals in 
braided and pyjama patterns, styled by great European designers who are 
influenced by the smartest Paris, Biarritz, Cannes, Lido, Vienna and Monte 
Carlo creations, offers to the large volume shoe buyers an exceptional mer- 
chandising opportunity. 

The complete line will be on display during the National Seasonal Open- 
ing and Shoe Display Week, November 16 to 20th, at the offices of 


WALTHER LOEWENDAHL SHOE CO., INC. 
101 West 31st Street 
NEW YORK, N. Y. 


MR. H. J. KROTO desires to personally wait on you! 


Telephone him at PE 6-9071/2 
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On Hosiery 


Novel Surfaces on Stockings 
to Stimulate Consumer Interest 


Novelties for Christmas 


HILE Christmas this year probably will be a 

practical Christmas, it would be well for retail 
merchants to forget staple hosiery for holiday selling. 
Stockings form an admirable gift at any time, but 
staple hosiery has been so long exploited on a price 
basis, that many people will hesitate to give staple 
hosiery as Christmas presents. The novelties, particu- 
larly the new meshes, combine beauty with practical- 
ity and it is this type of hosiery, properly exploited, 
that will get the Christmas business. 


Patents 


VERY little hosiery mill has a patent all its own. 
Of course, this is not strictly true, but a review 

of the hosiery patents recently issued and those pend- 
ing certainly indicate a busy season ahead for the law- 
yers. In addition to the lace top patent recently issued 
to the Ajax Hosiery Mills, Van Raalte has a patent 
on a warp fabric with full fashioned foot stocking, 
and the H. C. Aberle Company has formed “Hozart”’ 
to administer the patent rights on a block mesh. Sev- 
eral other patents applying to mesh hosiery, lace tops, 
and the adjustable or single fabric welt stocking are 
being pushed. All of which indicates that the brains 
of the industry are at work as never before to give 
the women of the country “something new in hosiery.” 


Meshes and Fabrics 


TARTING with mesh hose there has been a de- 

velopment recently toward the reproduction, in ap- 
pearance, at least, of woven fabrics in hosiery. It will 
be decidedly interesting to watch this development, 
for it may mean breaking away from the convention 
knitted stitch that has been in vogue since hosiery was 
first knitted by hand. To show to what extent the 
unconventional in hosiery is taking hold in the large 
cities, at least, one issue of a New York paper recent- 
ly carried advertisements of mesh stockings in Span- 
ish lace, Spanish iron grille work, a new ribbed mesh 





Some New Thoughts 
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Now is the time to get busy 
on hosiery gift boxes and 
cabinets. The many novel- 
ties that are on the market 
are bound to make the public 
more hosiery conscious, par- 


‘ticularly gift-wise. Attrac- 

tive hosiery in an attractive 

package is the ideal Christ- 
mas gift 


and a corduroy mesh. Keying the stockings to the 
fabric is being done very well in many quarters. It’s 
still a high style note, of course, but those things have 
a way of working down into popular priced merchan- 
dise. 

Incidentally, meshes as a whole—and with larger 
holes, look like a good bet throughout the Winter, 
particularly in the dark browns and blacks. Fishnet 
stockings, with knots to resemble the hand-tied knots 
in actual fishing nets are being touted for next Spring. 


Lengths 


BOUT 30 hosiery manufacturing representatives 
met in conference in Philadelphia recently and 
with L. R. Gilbert of the Bureau of Standards of the 
Department of Commerce, tentatively agreed upon 30 
inches as the proper length for a woman’s stocking, 
with a tolerance of one inch from the standard accept- 
able. An effort is now being made to get every factor 
in the industry to accept this standard length. This 
will mean that stockings less than 29 inches in length 
will be considered irregulars or seconds, while those 
longer than 31 inches will be classed as special lengths. 


Darker Tones 


HERE is no doubt of the popularity of darker 

and still darker tones in hosiery for the fall and 
winter season. Even with evening dresses women are 
showing a growing preference for the darker tones. 
The deep browns, off-blacks and even black itself, are 
having a good run at present. Particularly in meshes, 
the extremely dark tones are in vogue. 


The Race for the Hosiery Chic Stakes 


ERGER’S, a Philadedphia concern engaged in 
operating a chain of successful hosiery stores, 
has an arresting window display in their Chestnut 
Street shop. In the back of the window is a board 
such as is used at racetracks to list the names of the 
horses entered. On the board are the numbers one to 
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Left—Modified version of lace 

top stocking in new diagonal 

design. From Carson, Pirie, 
Scott & Co. 


Center — Sheerib — a patented 
mesh combining great strength 
with sheerness, plus a novel 
lace welt. From Edward S. 
Mitchell, Inc. 


eight. Opposite each number is the name of a stock- 
ing on display, such as horse No. 1: Elephant; No. 
2: Turkey; No. 3: Putty; No. 4: Sunkist; No. 5: 
Eggshell; No. 6: Chow; No. 7: Quaker; No. 8: Bon 


Bon. Immediately in front of the board are the 
stockings of the colors listed, each with the appro- 
priate number on. 
miniature wooden figures of eight girls, each wearing 
a number and a color to match it, and each in prox- 
mity to achieving victory in the race for hosiery chic 
by reaching a golden cord which is stretched across 
the front of the window as their goal. 
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In front .of the stockings are the. 


This is the new single thickness 

welt, with stop run and with or 

without the picot stripes which 

may be used for making adjust- 

ments in the length of the 

stocking. From Harrington & 
Waring. 


The success of this idea is that it makes people stop 
and look; and stopping and looking makes a lot of 
women buy. When they buy, under this display 
system, they know exactly what color to ask for. It 


is numbered for them in the window, and further 


made known by reference to the racing board. It’s a 
great advantage to have customers come into the store 
and know exactly what they want in the way of col- 
ors, instead of having the hazy idea so many custom- 
ers have about a shade which they know not the name 
of. It speeds up sales and business for the store 


* owners. 














CA 


WELCOME 


and an 
INVITATION 


from SHOE MANUFACTURERS BOARD of 
TRADE of NEW YORK 





























N 


1. SHOE MANUFACTURERS BOARD OF TRADE OF NEW YORK 


takes this opportunity of welcoming the shoe manufacturers and 
retailers who plan to attend the “National Seasonal Opening and Shoe 
Display Week”’ at the Hotel Commodore, November 16th to 20th. 
.-» We know that your attendance at the “Opening” will be both 
profitable and pleasant... Never before have Brooklyn-New York 
manufacturers put such distinction and individuality—so much quality, 
craftsmanship and value—into Brooklyn-New York-made shoes as are 


represented in their styles for Spring 1932. 
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. - . Retailers will be especially interested in the offerings of the man- 


ufacturers who comprise the Shoe Manufacturers Board of Trade of 


New York. Many of them have arranged for individual exhibits at the 


Hotel Commodore. The others will have their samples completed and 


ready for inspection at their own showrooms, which you are cordially 


invited to visit. 


Brooklyn-CNew York-Made Shoes Lead the World in Style and Quality ! 


SHOE MANUFACTURERS 


BOARD 


OF TRADE OF NEW YORK 


JULIUS ALTSCHUL & SON 
117 Grattan Street, Brooklyn 


AMERICAN SHOE CO. 
47 West 34th Street 


ARTISTIC SHOE CO. 
47 West 34th Street 


BRESSLER SHOE CO. 
Hotel Commodore 


CLARENDON SHOE CO., Inc. 
47 West 34th Street 


CORNELL SHOE CO. 
Hotel Commodore 


J. & T. COUSINS CO. 
47 West 34th Street 


JOHN CRAMER & SON, Ine. 
Hotel Commodore 


DIANA SHOE CORP. , 
Hotel Commodore 


ELBEE SHOE MFG. CO. 
47 West 34th Street 


ELMORE SHOE CO., Ine. 
47 West 34th Street 


A. GARSIDE & SONS, Inc. 
Hotel Commodore 


ANDREW GELLER SHOE Mfg. Co., Inc. 
Hotel Commodore 


GRIFFIN-WHITE SHOE CO. 
Hotel Commodore 


HERMAN GROSSMAN, Ine. 
200 Tillary Street, Brooklyn 


JULIUS GROSSMAN, Ine. 
Hotel Commodore 


MORGAN GROSSMAN, Inc. 
Hotel Commodore 


KADOS SHOE MFG. CO., Ine. 
2395 Pacific Street, Brooklyn 


F. S. KAUDER SHOE CO. 
Hotel Commodore 


KURZ & LAPIDUS, Inc. 
47 West 34th Street 


JOHN J. LATTEMANN CO., Ine. 
Hotel Commodore 


LAX & ABOWITZ, Inc. 
Hotel Commodore 


MEYER BROS. SHOE CO., Inc. 
Hotel Commodore 


MILDRED SHOE CO. 
Hotel Commodore 


I. MILLER & SONS, Inc. 
Hotel Commodore 


PINCUS & TOBIAS, Inc. 
47 West 34th Street 


PREMIER SHOE CO., Inc. 
Hotel Commodore 


SCHWARTZ & BENJAMIN, Inc. 
Hotel Commodore 


STRASSBURGER-STYLES, Inc. 
47 West 34th Street 


CHAS. W. STROHBECK, Ine. 
47 West 34th Street 


SEYMOUR TROY & CO., Inc. 
75 Front Street, Brooklyn 


TULL & GORDON, Inc. 
Hotel Commodore 


UNITY SHOE MFG. CO., Inc. 
Hotel Commodore 


S. WATERBURY & SON CO., Inc. 
Hotel Commodore 


MARTIN WEINSTEIN SHOE CO. 
47 West 34th Street 


WEISSMANN-SASS SHOE CO., Ine. 
Hotel Commodore 


M. WOLF & SONS, Ine. 
Hotel Commodore 
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Can ti lle: him b. 
the same shoe in ALL SIZES: > 


You can offer your customers better-fitting shoes that retain 
the character, lines, and contour of the sample 4B last, in 
all sizes by using Coordinated Lasts and Patterns . . . The 
smaller and larger sizes of any given style, when made on 
ordinary lasts, often vary in general effect and appearance 
from the 4B model. 


When you insist upon Coordinated Lasts and Patterns you 
have the guarantee of machine precision throughout as 
against hand work . . . Ours is the original and only 
machine grading. All other grading is hand grading and 
therefore subject to inaccuracies. 


COORDINATED LASTS and PATTERNS 

















UNITED LAST COMPANY + BOSTON *« MASS. 








ee 
Oe 
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Cake A Modest Low 





TUPPER SLIPPER CORPORATION 


25 Lafayette Street, Brooklyn, N. Y. 
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We'll be Seeing You--- 


* The Time—November [6th to 20th 
The Place—Commodore Hotel, New York City 
The Event—National Seasonal Opening Week 


Bass Moccasin Slippers 
for Christmas Business 


No. 9901 
$1.80 


Men’s Tan Elk Rangeley Moccasin 
Indoor Slipper, Plain Bottom, Felt 
Lined, Fireside Last. 
In Stock 6 to 12 € 

No. 99012-W—$1.65 
As No. 990% except for women 

In Stock—2¥2 to 8 E 

No. 9901/2-B—$1.65 

As 990% except for boys. 
In Stock—2%4 to6E 


For that Winter 
Sports Business 


No. 1311—NMen’s Chocolate Water- 
proofed Chrome Veal 5-inch Good- 
year Welt, Ski Boot, Plain Toe 
Hard Box, Full Bellows Tongue, 
Double Leather Sole. 
Ski Heel. 

In Stock, 6 to 12 EE. 

No. 1311-W—$5.75 
As No. 1311 except for Women 

In Stock—2'2 to 8 D. 


SNOWSHOE 
MOCCASIN 
$3.85 


No. 933—Men’s 9-inch plain bot- 
tom Snowshoe Moccasin, heavy 
brown waterproofed chrome vamp, 
brown Kangaroo grain top, full 
bellows tongue 
In Stock—6 to 12 FF. 


* 


Nearly all the leading shoe manufacturers of the country 
have signified their intention of exhibiting and a Special 
Committee has been busy for weeks making elaborate 
plans for your entertainment during the week of the Show. 


* * xX 


The complete Bass Line for the coming season will be on 
display in Room 1073 which is conveniently located near 
the elevator. We cordially invite you to pay us a visit 
and believe you will agree with us, when you see them, 
that these new Bass Styles for 1932 are the best looking 
line of footwear we have ever offered, not only from a 
Style standpoint but from the all important standpoint of 


Shoemaking. 
x * x 


We'll have a lot of interesting things to tell you—not the 
least of which is the good news about the general down- 
ward trend of Bass prices which has been brought about 
by reduced leather costs and increased efficiency in 


production. 
x ok Ok 


It’s our belief that your attendance at the National 
Seasonal Opening will be as profitable as it is pleasant. 
You’re bound to gather helpful information and ideas for 
better merchandising which will more than repay you for 
any expense involved. Be sure to go. We'll be seeing you 


there. 
x * x 


The styles illustrated are exceptional winter 

business getters and there are several others shown 

in the complete Bass In-Stock Catalog. Write 
for it today—it’s FREE. 


G. H. BASS & CO. 


10 MAIN STREET 


WILTON, MAINE 
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OU 
are cordially invited, 


MR. RETAILER! 






During the National Seasonal Opening and Shoe Dis- 
play Week the Stetson Shoe Company’s entire line of 






Stetson Shoes for Men and Women will be on display 


in Room 1407, Hotel Commodore. 










You are cordially invited to visit Room 1407 to in- 


spect this complete, comprehensive display of the 






Stetson line, which includes the newest Stetson Styles, 






lasts and patterns, as well as the popular standard 





Stetson models. 


The Stetson Shoe Company, Inc., South Weymouth, Mass , 


STETSON SHOES 
FOR MEN Sr WOMEN 
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eee first eee 
POLLYANNAS 


START SELLING 


IMMEDIATELY 
when offered 
to the publie 

+ 


LEDGER RECORD OF 
CASE NO. EIGHT 


This account placed its initial 
order of 

1507 PAIRS 
early in August, 1931. Be- 


fore the month was out they | 


had reordered 
239 PAIRS 
and before the end of the 
next month had reordered 
2024 PAIRS 
which demonstrates that 
sales in the first sixty days 
amounted to one hundred 
and fifty percent of the initial 
order. 


* * 


A RECORD OF FACT 


WHICH PROVES 











DURING THE 
NATIONAL SEASONAL 
OPENING AND SHOE 

DISPLAY WEEK 
NOVEMBER 16 TO 20 


POLLYANNAS 
WILL BE 
DISPLAYED 
AT THE 
HOTEL COMMODORE 
ROOM 1204 
* * 

We will explain how exclu- 
sive features of price, con- 
struction, fitting and adver- 
tising combine to give retail- 
ers remarkable turnover 

with Pollyanna Shoes. 








eee Second... 
POLLYANNA 
SALES DO NOT 
SLOW UP 
after the first 
few months 
* 


LEDGER RECORD OF 
CASE NO. NINE 


This account placed as its 
initial order in January, 1931 
681 PAIRS 
During the eight succeeding 
months to October first, re- 

orders amounted to 

5288 PAIRS 
or an average of 
661 PAIRS A MONTH. 

which proves that Pollyanna 
sales have maintained a 
steady pace from their first 
day in the store. 


* * 


IF THE FIGURES PUBLISHED IN THIS ADVERTISEMENT SEEM UNBELIEVABLE’e WRITE US 
AND WE WILL SUPPLY THE NAMES OF THESE RETAILERS TO NON-COMPETITIVE STORES. 


POLLYANNA 
RADIO PROGRAMS 


WOR NEWARK 


EVERY FRIDAY AT 
5.45 EASTERN T!ME 





WLW CINCINNATI 


EVERY FRIDAY AT 
5.30 CENTRAL TIME 





WGN CHICAGO 
EVERY SUNDAY AT 
11.30 to 12 NOON 





je 





SHOES 
MeA-S Mader Shoe o.- 


ANNVILLE, PENNSYLVANIA 


THE FIRST JUVENILE 
SHOE RETAILING AT 
THESE PRICES: 


5 to 8—A to D 
$2.50 


82 “ a to D 


- 22 to ne to D 
$4.00 


FROM KINDERGARTEN TO COLLEGE 


KEEP THE 


GROWING 


ae eo 
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A A a A 


ONE LOOK AT ROB ROY SHOES 
(during the New York Show) 


WILL BE MORE CONVINCING 
(than a thousand words) 
* 


OUR 
DISPLAY AT 
HOTEL COMMODORE 


ROOM 1270 










National Seasonal Opening 
and 
Shoe Display 
Week 








































ROB ROY NOVEMBER ROB ROY 
REALTH SHOES 16-20 HEALTH SHOES 
FOR BOYS give to exclusive agen- 





cies that extra value in 
fitting range—in stock 


meet the popular 
retail range. 


* 







$3 to $4 service — in material 
Carried In Stock. will enable you which means steady 
Sizes: to see the new business and real 

9 to 13% 





1 to 6 





FOR BOYS 


A..§. KREIDER SHOE MFG. CO. 
~ ELIZABETHTOWN, PA. 


™~ ROB ROY SHOES KEEP ACTIVE FEET HEALTHY —@ 
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PRESENTING 
TWO NEW WINDOW DISPLAY TREES 
whieh will keep 


shoes in shape 
* 


These new display trees are made in two pieces in- 
stead of three, and have advantages over the older 
style. In order to fit satisfactorily, the three piece 
tree must duplicate the last measurements of the shoe 
—thereby limiting its use. The two piece tree is 
somewhat adjustable and can be used in a variety of 
shoes. 

The two piece tree is made in two composite models 
—number 22 and number 28—these models fit- 
ting a wide range of styles. Either model 
is made with the plain or the brass 
top—and with the brass ring 
and knob or the pudding- 

stick handle. 





‘ MODEL NO. 22 
MODEL NO. =e SN ; Metian a shave illus- 
Narrow toe shape us- ADEA é ra w plain top and 
trated with bones top 1" LSS 5 wate ring -— —— — 
-stic e. : 5 ’ 
Fein To per sale. With 4 top $2.75 ao — a 
plain top $2.00 per pair. be made with pudding- 
Brass ring and knob can stick handle at the same 
be supplied in place of prices. 
handle at same prices. 


O. A. MILLER TREEING MACHINE CO. 


BROCKTON 
MASS. 


M | 


») sal on: 


a es 
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THEY'RE 
ALL WATCHING 


THE 


Ar the New York Show don’t fail to see the 
new Packard Shoes retailing from $6.00 to 
$8.50——including the famous Packard 
Arch-Aids. 


New prices—new lasts—new leathers—new 
sales plan—everything new but the quality— 
and that’s the same fine quality that has been 
‘(Dependable Since 1876.” 


You owe it to yourself to see the new Packards 
on display in Rooms 1143-1145, Hotel Com- 
modore, during the National Seasonal Opening 
and Shoe Display Week. 


JOHN S. KENT, Jr. 
Ha tee list ALFRED T. KENT Our representatives in 
s our new price lis 
reached you yet? It’s worth JACK SCHWARTZ attendance at the show. 
iti OHN J. HOPKINS They will be glad to ex- 
writing for. Address De- J J. ge a 
partment C. HARRY J. KANE 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 
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VISITORS AT THE NATIONAL SEASONAL 
OPENING AND SHOE DISPLAY WEEK 
at the Hotel Commodore, New York, 
November 16 to 20, are invited to ex- 
amine our display of the NEW develop- 
ment in Women’s welt shoes— 


“SILHOUWELT” 


GENUINE WELT CONSTRUCTION, with 
cemented soles, making possible the fine 
close edges and light shanks demanded 
by current fashion, without sacrificing a 
sound and proved process of shoemaking. 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 


LICENSEES AND MANUFACTURERS OF “‘SILHOUWELT” WELTING 


ROOMS 1135 AND 1137 
COMMODORE HOTEL 








THE FINISHED SHOE 




















VEBSTER 


¢ ft defin 
CORKER 
we ll 2 
wn definition 


* 


ny act 
“thine which 
right or 
outstandingly 
good 


and that’s why 
we named our shoes 


Concor 


They live up to the name 
in every respect. First 
class materials in the 
hands of skilled Brock- 
ton shoemakers must 
result in fine looking, 
good-wearing shoes. 


Then again, we are fussy 
about the fitting qual- 
ities of our lasts. 


A variety of styles— 
forty-five to be exact— 
are constantly in stock 
ready to fill the vacan- 
cies on your shelves 
instantly. That helps 
turnover. : 


All told, Corcor custom- 
ers stay Corcor custom- 
ers. And if you want to 
participate in the steady, 
generous profits, drop 
us a line. No obliga- 
tion, of course, and we'll 
send you a catalog so 
you can see for yourself. 


IO) P) ie ra @ORIE@ RIAN 
__ SHOE COMPANY 
BIRIOXEK@ KO) NF V.W 57 ane 


I tell you, Fred, 
that shoe is a 
CORCOR 
which is only a different 
way of spelling 
CORKER:! 


It’s an outstanding value 
among men’s five dollar 
retailers 


ALL CORCOR SHOES 


$3.35 
LESS 5 30 DAYS 


THE HI-HEEL 
No. 215—BLACK CALF 
No. 216—BROWN CALF 


Growing in popularity each season. Feels 
mighty good on the foot. 


Leather heel 
Sizes 5 to 11—Widths B to D 
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et 
MORE — 
VOLUME | Now Repriced 


for your store by featuring this to Retail at 


famous line of Men’s Shoes. 


All EMERSON AGENCIES are highly $ $ 
enthusiastic over the NEW POLICY of & 
retailing EMERSON SHOES at $5 and 

$6. The result has been more pairs of 


41 SMART STYLES 


Carried in Stock 
The Kumfort Arch Line 


Also In Stock 
6 Styles to Retail at $6 








( 





Emerson offers $10 worth of wear, 
$10 worth of comfort in the latest 
styles. Made with a million dollar 


THE ROCKER aed equipment. 
A DELUXE SHOE ™~ 
NO. 6356 


Write for Fall and Winter Catalog 


CFnfloe EMERSON SHOE Co. eu 


A 




















MONEST ALL 
Thi 


GARDINER, MAINE KUMFORT-ARCH SHOE 
Full line of samples may be seen at all times 


NEW YORK—911 Marbridge Bldg. BOSTON—119 Lincoln St. 


Mr. Edward Brandman will be at the New York Office, Room 911 Marbridge Building, 3Ath 
Street and Broadway, during the entire period of the shoe convention, showing a full line of 
new styles, including sport oxfords for Spring. 
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—NATIONAL SEASONAL OPENING AND SHOE DISPLAY WEEK— 


KING 


Presents 


A NEW STRAP BUCKLE 


EASIER TO ATTACH 
EASIER TO ADJUST 


( To Central Position ) 


EASIER TO OPERATE 
AND 
LOW PRICED 


IT IS NAMED PARAMOUNT 





Hotel 
Commodore 


Nov. 16-20 


Room 
775 









ONE OF MANY NEW DESIGNS 













SIDE VIEW OF BUCKLE 


ILLUSTRATING THE 
WITH STRAPS IN PLACE 


SIMPLE PRINCIPLE 












The Paramount buckle is easy to at- Paramount Buckles cost from two 





tach to the tab strap—no sewing be- 
ing necessary. It can be applied to 
the shoe any time before shipping 
from the factory. Retailers can 
easily adjust the buckle over the cus- 
tomer’s instep. The outer strap re- 
quires no holes. The strap is pulled 
to the tension desired and is held 
there by friction. 
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C. G. KING & CO., Inc. 


46 Chestnut Street 
PROVIDENCE, R. I. 


and a half cents up—being available 
for popular priced as well as high 
grade shoes. We cordially invite the 
Trade to have a demonstration of 
Paramount buckles at our display 
room. 


Our efficient designing and tool mak- 


’ ing departments are at your disposal 


for the solution of your buckle 
problems. 












SEASON’S| 
onS MARTEST 


PROFITS VO G U E 
WITH THESE 
“IN PROCESS” 
SHOES 

always available eu ak UALITY, 

always in stock texture, durability plus a 
: variety of colors and pat- 

(rawford rn be 
sao The | ZAPON 


és E AT 0 N For Shipper Uppers 
0e€ 


for Men 

allenged leader 
The “In-Process” System was developed by us in 1923. the unch & 
“In-Process” means that shoes are constantly in the 
process of manufacture for our Stock Department right of th e season. Smart 
= to the end of your retail season. 
This system enables you to buy a run of sizes at 
the bopinning of the season and order sizes as you manufacturers and dealers 

“a <i 


need them. e carry a complete stock, thereby elim- 











inati bl y as | ° 
Buying ‘your shoes the “In- process” way will enable iknow t h e swee Pp in £ pp Ha oo gs Py jcc gh 
ou to do more business on less capital. Your turnover | antee against inferior products. 
S increased and you are not left with a lot of broken ° T 
sizes to dispose of at the end of the season. popularity of ZAPON 
CHARLES A. EATON i 
COMPANY UPPERS and know their 


BROCKTON, MASS. 


value translated into terms 


a ITARINE 


REG, U.S. PAT. OFF. 


Exclusively manufactured in America 
by The Zapon Company, this water- 
proof chameis-soft material is avail- 
able in a variety of colors and patterns, 


THE ZAPON COMPANY 


A Division of Atlas Powder Company 
STAMFORD + * * CONNECTICUT 








New 
tin's ‘Imported “Bleek 
8 ™, ac 
Grain. 








rown—'‘Glengary. 
Easy flexing soles—$4.85 
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Unauthorized manufacturers are 
offering to the trade “Scout” 
“Girl Scout” shoes which are NOT 
approved nor recommended by 
Girl Scouts, Inc. 


The official “Girl Scout Shoes” 
bear the following Trade Mark 
and are manufactured and sold 


























only by 
al A MARK 
|ofica SNOT HEN Gry 1&2) Scour 
|. pa he | 
BROWN SHOE CO. 
1600 WASHINGTON AVE., ST. LOUIS A. SANDLER 
AND THEIR ASSOEIATES 
CENTRAL SHOE CO. pee ig 
1641 WASHINGTON AVE.,, ST. LOUIS BOSTON, MASS. 
Wm. B. JOHNSON 
SHOE CO. 
DIXON, ILL. Vv 


No Other Shoes Are Official for Girl Scouts 
N ATIONAL EQUIPMENT SERVICE 


670 Lexington Avenue, New York, N. Y. 
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1 BLACK., 









So-days 
Sashion 


Savorites 





Sa [IN 
-KID- 
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AAAAR toEEE Sizes 1 to 12 













HEEL 





HUGGER 


SHOES FOR WOMEN 


in Rooms 1000-1001-1002, Hotel Commodore, New York 


during the 


NATIONAL SEASONAL OPENING 
AND SHOE DISPLAY WEEK 


November 16th to 20th 





HEEL HUGGER SHOES, 1‘c. 


Auburn Hear HEEL HUGGER HARMONIES New York 


every Tuesday Evening over WJZ 
and Associated Stations 
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‘Che Only 


MeyTRALIZED Dye 


Jor ALL Fabric SG jaben 



















The largest shoe fabric manufacturers submit their 
new fabrics to us for dye analysis before presenting 
them to the trade. Being that we are the originators 
of fabric slipper dyes and experts in the construction 
of shoe fabrics, we are relied upon because of our de- 
pendability and experience. THE ORIGINAL 


Sold only thru selected distributors. For information MakrVELOUs Dye Co,, INC. 
write direct. "273 Sackett St., Brooklyn, N. Y. 


ABSOLUTELY HARMLESS 





PROFITABLE 


be. Holiday Gifts 


in Riding Accessories 


Daily Rates Reduced 
$2.50 per day without bath. 
$3.00 per day with bath. 
$4.00 per day double, with bath. 











IN STOCK! f 
.. amous swimmin, 
Boot Trees ..... $10.50 pr. of the g pool. 
Folding Jacks ... 13.50 doz. 
Fitted Jacks .... 3.50 each 
ND fa dueinese's 12.00 doz. 
Co er 12.00 doz. 
Polo Belts ...... 18.00 doz. 





at 4Q* and Lexington NEW YORK © 


and many other items that 


china. Place our om Has all the oe 
of a private clu 


Write for complete Catalog 


ba The most enjoyable 
Colt-Cromwell Co., Inc. © fy hotel 














Est. 1899 
1239 Broadway, New York City in New York. j 
911 So. Los Angeles St., Los Angeles 
California 7 —| 
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Excuse it, please! 
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YOU CAN'T WEAR OUT THEIR LOOKS 


Pp ar ktown—sStocked in 


Brown Hickory Calf, No. 246 
Black Hickory Calf, No. 446.. at* 
AA, 8% to 11 


A, 7% to 11; B, 7 to 11 
C and D, 6 to 11 


ore ae 


g2 Active styles moe on request 


i tl 
Complete catalog mailed promp 


THE J. P. SMITH SHOE Co. 
SANGAMON & HURON STREETS, CHICAGO 
131 Duane St., New York . . . 712 Forrester Bldg., Los Angeles 


Smith Smart Shoes for Men and Women 
Dr. A. Reed Cushion Shoes for Men 














Sometimes WE 
are surprised 


UT we try not to show it... This 

time a husband said his wife was 
arriving in 10 minutes, and could we 
help him arrange a surprise dinner party 
for her? Here was a list of 12 guests... 
would we telephone them and “‘fix 
things up’’ while he dashed to meet his 
wife at the station? There were 14 at 
that dinner. . . and his wife was really 
surprised ! 
It’s our belief that a hotel should do more 
than havelarge, airy rooms, comfortable 
beds, spacious closets. Beyond that, we 
daily try to meet the surprise situation 
(without surprise), no matter what the 
guest wants. 


Extra service at these 25 


UNITED HOTELS 


NEW YORK CITy’s only United... .The Roosevelt 


PHILADELPHIA, PA....... The Benjamin Franklin 
SEATTLE, WASH. .....scceseceees The Olympic 
WORCESTER, MASS........seeeeee The Bancroft 
SERIE IES, 0’. 00.6.0500b sade The Robert Treat 
PATERSON, N. J.....-- The Alexander Hamilton 
TRENTON, N. Jo oss ccccccccccce The Stacy-Trent 
HARRISBURG, PA. .....+.+-000 The Penn-Harris 
Ps SOR rere The Ten Eyck 
a ary The Onondaga 
BOGMEBTER, Me Ve. 50:00 cv cccveccces The Seneca 
NIAGARA FALLS, N.Y... ...0+ese00s The Niagara 
TE ee re The Lawrence 
Ne er The Portage 
MI MES 6.6 6s ne dv'evcssicscvcees The Durant 
KANSAS CITY, MO. .......-s000e The President 
WUCEOM, BRIE, 6 os oc scsciccoce El Conquistador 
SAN FRANCISCO, CAL. .........- The St. Francis 
SHREVEPORT, LA. ..... The Washington-Youree 
NEW ORLEANS, LA. .....-seeee0e The Roosevelt 
NEW ORLEANS, LA. .......2000005 The Bienville 
TORONTO, ONT..........00. The King Edward 
NIAGARA FALLS, ONT. .........-00 The Clifton 
‘WINDSOR, ONT. ..........- The Prince Edward 


KINGSTON, JAMAICA, B.W.1.. The Constant Spring 


—— af 
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combi 








DINGLEY-FOSS SHOE COMPANY 
AUBURN, MAINE 


V 


At the 


New York Show 


HOTEL COMMODORE 
ROOM 1972 


Come In and See Us 


IN ATTENDANCE 


J. Charles Stead fast 
Irving G. McKenna 


wv 
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Quickly—Effectively 
X-Ray Shows Up These Misfits 





Shoes too wide and too short 
caused. this condition. The 
small toe spread so that the 
outside weight-bearing point 
was destro: Short size 
distorted alignment of toes. 








customers perfect foot comfort through the Adrian fo ae oe wo of oes a 
A boy’s foot, almost perfectly a i will- bri ou big dividends. woman troubled with 
So? Sikey, howtow dis. X-Ray Shoe Fitter. It will- bring you big ae ae Cae which 
closed that he was wearing X-Ray fitting might casily 
stockings that were too short. ve preven 


iether nt: X-RAY SHOE FITTER, INC. 


Write Today 234 E. RESERVOIR AVE. 


for 


Descriptive Literature MILWAUKEE 











Only by X-Ray can misfits like these be quickly de- 
tected. It tells the story at a glance. Don’t guess, 
but see for yourself how the shoe fits. Give your 














Here’s what happens when 
your shoes are too short. It’s 
interesting to note that a 
1 er shoe brought this foot 
back to normal. The credit 
goes to X-Ray Shoe Fitting. 








Exclusive Manufacturers 
of the 
WISCONSIN ADRIAN X-RAY 








See Our New Line of 
HIGH GRADE 


LADIES FOOTWEAR 


AT OUR DISPLAY ROOMS 


ROOM 532, MARBRIDGE BUILDING 
47 WEST 34th ST., N. Y. C. 


In spite of the recent changes in process made by other 
manufacturers, Garofalo Bros. have and will closely 
adhere to the manufacture of hand turn and bench made 
turn shoes—believing that fine workmanship and quality, 
at prices that make Garofalo shoes the greatest value 
ever, will result in continued successful operation. 





MFRS OF HIGH GRADE 
LADIES FOOTWEAR 


WEST COAST REPRESENTATIVE—MR. MAX ZUCKERMAN, 
HAYWARD HOTEL, LOS ANGELES, CALIF. 
MID-WESTERN REPRESENTATIVE—MR,. HERBERT EYRE, 
ROOM 532, MARBRIDGE BLDG., N. Y. C. 








FACTORY, 200 TILLARY ST., BROOKLYN, N. Y. 
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c 
ca 
Ne 
The lines permanently displayed at the Marbridge 
Building always merit your attention. The show- 
rooms of the national leaders in the shoe and 
a industries are maintained here all year 
Desirable office space for approved tenants. 
MARBRIDGE BLDG. CO., INC. 
1328 Broadway New York 
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— It Pays to Pick a Winner 


The outstanding success of the New American Girl Shoe again proves the 
wisdom of lining up with a leader. Merchants throughout the nation have 
found that the Silhou-welt construction, used in our shoes, has enabled 
them to set the pace in meeting the present-day demands for unusual 
values. Additional sales volume is also made possible by the Silhou-welt 
process with its almost unlimited number of styles. 


Silhou-welt Dealers in Principal 
Cities: 


Boston, Mass.—Wm. Filene’s Sons Co. 

New York City, N. Y.—R. H. Macy Co. 

Newark, N. J.—L. Bamberger & Co. 

Philadelphia, Pa.—Lit Bros. 

Baltimore, Md.—Wyman’s 

Washington, D. C.—S. Kann Sons Co. 

Pittsburgh, Pa.——Kaufmann’s 

Rochester, N. Y.—McCurdy & Co., Inc. 

Buffalo, N. Y.—The Wm. Hengerer Co. 

Cleveland, Ohio—The Wm. Taylor Son & Co. 

Detroit, Mich—Frank & Seder Co. 

Columbus, Ohio—The F. & R. Lazarus & Co. 

Cincinnati, Ohio—The Mabley & Carew Co. 

Indianapolis, Ind.—L. S. Ayres & Co. 

Dayton, Ohio—Adler & Childs Co. 

Grand Rapids, Mich.—P. Steketee & Sons 

Chicago, Ill—The Boston Store : 

Mineapolis, Minn.—Powers Mercantile Co. 

Louisville, Ky—Kaufman-Straus Co. 

Atlanta, Ga.—Davison-Paxon Co. 

Macon, Ga.—Stromz Shoe Co. 

Chattanooga, Tenn.—H. Schwartz & Sons 

Daytona: Beach, Fla.—Yowell-Drew Co. 

Savannah, Ga.—B. H. Levy Bro. & Co. 

New Orleans, La.—Maison Blanche Co 

Birmingham, Ala.—Louis Pizitz Dry Goods Co. 

Memphis, Tenn.—J. Goldsmith & Sons Co. 

Nashville, Tenn.— Alvin T. Armstrong 

Little Rock, Ark.—The Gus Blass Co. 

em Va.-Peirce Shoe Co., c/o Thalhimer 
ros. 

Norfolk, Va—Smith & Welton 

Los Angeles, Calif—The Broadway Dept. Store 

Seattle, Wash.—The Seattle Dry Goods Co. 

Denver, -Colo—The May Co. 








On Display 
COMMODORE 
HOTEL 


Nov. 16 to 19 Sixth and Sycamore Sts. 








The Sam B. Wolf Sons Company 


A NEW Development 


in Fine Shoemaking... 


Public preference has been quickly established be- 
cause of the exclusive Silhou-welt advantage which 
combines the flexibility and daintiness of an eve- 
ning slipper with the comfort and wearing quali- 
ties of a walking shoe. 


In virtually every large city, leading merchants 
have “picked a winner” in Silhou- 
welt Shoes. A partial list of their 
names indicates the strength of this 
“favorite.” : 


Let us send you the pedigree of 
this winner. Your request will 
bring the facts promptly. 


IN STOCK 
for Immediate Delivery 


. . . Cincinnati, Ohio 





American Ctrl 
SILHOU-WELT SHOES 
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Again proving the super- 
iority of B. Friedman Shoe 
Company service by offer- 
ing to the trade an un- 
equalled value in Evening 
Slippers. Widths AA to 
C at the unusually low 


price of 


$ 10 


PAIR 








IN STOCK FOR IMMEDIATE DELIVERY 


No. 5615—Black Faille Crepe, Silver and Gold Kid Trim, Silver Mesh Inlay. 

No. 5616—White Faille Crepe (Dyeable) Silver and Gold Kid Trim, Silver Mesh Inlay. 
Both numbers carried on 20/8 Spike Heels, Silk French Cord, Feather 
Edge. AA, 5 to 8; A, 4% to 8; B, 4 to 8; C, 2% to 8. 
A one strapmodel in the same motif is also available from stock. 


B. FRIEDMAN SHOE CO., INC. 


109 READE STREET 


NEW YORK, N. Y. 






















TIMELY 





2014—Black Norway Kip, Lace Ox- 
ford, Banker Last, Rubber Heel, 
Corded Tip, In Stock. .$2.10 


“BUILT BY HOYT” 


9014 — Same in Black 
Melloveal ..... $2.35 
In Stock 








$2.10 


Less 5% 30 Days, 
Net 45 
F.0.B. Factory 


Retail »——> 











Fastest Selling 











Styles in Stock 
a 
$2.35 
x 86S 
jays 
Net 45F.08. @f 
Factory 
86.30 
Retail mw—» 
7 
® 4 
~< “i MAIL THIS COUPON Wo 
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SMART TURNS GOODYEAR 


WELTS PATENTED / EATURE 

































































COMFORT TESTED SOURCE 
TURNS 
OF SUPPLY FOR 
YOU ARE CORDIALLY INVITED PAY US A VISIT 
TO VISIT IN 
ROOM 941 ROOM 939 
HOTEL COMMODORE, Nov. 16-20 HOTEL COMMODORE, Nov. 16-20 
Constant Comfort Shoes The Air Tred Shoe 
Stylite Hand Turn Shoes Ann Elise Fashion Welts 
Turn Shoe Manufacturers Exclusively Manufacturers Welt Shoes Exclusively 
AULT-WILLIAMSON | AULT-SHACKFORD 


* SHOE COMPANY { SHOE COMPANY ~ 
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TAKE THE UNCERTAINTY OUT OF 
WOOD HEEL MAKING 


“Take the uncertainty out of wood heel 
making” is a slogan in the Mears Company. 
For years its efforts have been to improve ma- 
chines and processes so as to be able to make 
any desirable shape and style of heel with de- 
pendable uniformity, at lower prices. 


Some manufacturers believe that when 
they buy heels with a lot of hand work on them 
they are getting individuality. They also get a 
lot of needless variation, and if their shoes 
varied as much in proportion as these hand- 


finished heels, their shoes would not be wearable. 


Mears machines and processes are as ver- 
satile as hand-workmanship, but Mears heels 
are uniform; hand-finished heels cannot be — 





GIOTTO, the Italian painter and architect, is said 


they lack the accuracy and the uniformity of to have drawn a perfect circle free hand. But, there 
> was only one Giotto. You cannot expect perfect 
size and shape necessary for style and for good curves on your wood heel tops when they are hand 
° |. Mechani s i n tomati 
shoemaking. Only Mears-made heels can be as Rounding Madilatz prodeces soliere pact accnsenn 


faithful copies of your carefully designed models. nae ay ray ae 





Ask to see the new rounded (or “spooled”) 
top heels produced on Mears new spooling 




















machines. 

We call them MONOSPOOLS. ; THE NEW MEARS 

; MONOSPOOL 
MECHANICALLY SPOOLED 
FOR THIS 
TRADE MARK 
ON EVERY HEELSEAT 
OTHER TOPS 
HAND SPOOLED 











FRED W. MEARS HEEL COMPANY, INC. 


AUBURN, ME. - COLUMBUS,O. - ST.LOUIS, MO. - AUBURN.N.Y. 


Associated Companies 
CONWAY WOOD HEEL COMPANY, CONWAY, N. H. 
MERRIMACK WOOD HEEL COMPANY, SALEM DEPOT, N. H. 
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YOU NEED 
NO LONGER 
BE TOLD 
THAT YOU 
HAVE AN 


oor AAAAA to EEE Sizes 1 to 12 





































































Your Visit to the 


NATIONAL SEASONAL OPENING | 
AND SHOE DISPLAY WEEK 


will be incomplete unless you see the exhibit 


of the smartest, newest 


ENNA JETTICKS 


in Rooms 1000-1001-1002 at the 


HOTEL COMMODORE, NEW YORK 
NOVEMBER SIXTEENTH TO TWENTIETH 








Listen to ENNA JETTICK MELODIES every Sunday Evening over WJZ and Associated Station 


ENNA JETTICK SHOES, 


The World’s Largest Manufacturer of Women’s Shoes — 
AUBURN NEW YORK 
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Suva Cloth 


TRADE MA 


The shoe fabric known and adver- 
tised to millions of consumers. 


FOR 1932 


New weaves—new color combinations 
have been created. They have been 
chosen for their beauty, novelty and ser- 
viceability by de luxe retailers of Amer- 
ica for the Palm Beach Season. 


Not all mesh cloth is SUVA CLOTH. In- 
formed buyers will demand it by name, 
and shoe salesmen will be spared embar- 
rassment by having only shoes of genuine 
SUVA CLOTH in their lines. 


Vigorous steps will be taken to protect the 
users of genuine SUVA CLOTH. 


EE the new shoe 
a models employing 
the new weaves and 
colors at Room 739, 
Commodore Hotel, No- 
vember 16th-20th— 


MARCUS A. HEYMAN 


47 West 34th St., New York 











New Y 
* Comfortal 
Thy styles in white ee 
Boor a 
combin: 
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WELCOME BACK THE PRODIGAL 


There was a woman who liked nice things—well-designed clothes, trim hats, 
smart shoes. Suddenly she found herself in the midst of uproar. Loud voices told 
her she could have all these ica at a fraction of their former cost. She was 
puzzled—but she wanted so much to believe. She bought—and repented. Sleazy 
material grew quickly shabby. Hats lost their flattery in a single shower. Shoes 
changed their shapes and began to hurt. 

The woman wants her nice things again. She is in a mood to respond warmly 


to quality. Welcome back the prodigal! 





E. P. Reed & Co. cordially invite you to visit them in Room 1104 at the Hotel 
Commodore during National Seasonal Opening and Show Display the week of 
November 16th to 2oth. 
Our new spring line mill be on display there as well as in our Studio, Room 
916 in the Marbridge Building. 
All of our friends will be most welcome. 











SPORTVIEW SHOES .. . VARSITY GOLF OXFORDS 
AND 
“YOUR FOOTPRINT (am IN LEATHER” 


E. P. REED & CO., ROCHESTER, N.Y. 


New York Style Studio: Marbridge Bldg. (Broadway at 34th St.) Philadelphia Office: Denckla Bldg. Chicago Office: 1729 Republic Bldg. 











{7 Heywoop Boot AND SHor Company of Worcester, Mass., has been | 
licensed to manufacture Matrix Shoes for Men. 
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N.S.R.A. Conventio 


for the new year UNTIL | RETURN 
from the N.§.R.A. convention in 


JANUARY”... 5 


Broad-gauged shoe merchants have found it 
almost impossible to make definite plans for 
the new year until they have returned from 
the N.S.R.A. CONVENTION that convenes 
each January. 

At this highly successful and greatly pat- 
ronized convention every phase of the present- 
day administration of the shoe business is 


Special reduction in railroad rates by 
securing special certificate from railroad 
agent when purchasing transportation. 






never make 
decisive plans 


a ee 
dissected and exposed to the interésted dele- 
gates —and, by the way, it isn't necessary 
that you be a member of the National Shoe 
Retailers Association in order to attend and 
benefit by this Convention—every shoe 
merchant is welcome. 


Before you lay your plans for 1932, attend 
the N.S.R.A. CONVENTION IN CHICAGO. 


For all Hotel Reservations apply to 
NATIONAL SHOE RETAILERS ASSN. 
8 South Michigan Avenue, CHICAGO 








yy 2» fe 2 


21°" ANNUAL CONVENTION 





NATIONAL SHOE RETAILERS ASSOCIATION 


THE C 
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DANIEL GREEN LEISURE FOOTWEAR 


< THE SHELL IS STYLE 
THE KERNEL IS QUALITY 


O MORE than a year ago it looked as if style would be 
N the sole cry of retailing. But a revolution has taken place. 
Style must be reinforced with something more fundamental. 
And that something is quality. You hear it in merchandise 
offices. It makes buyers wrinkle brows. Retail research writers 
are piling up facts about it.x«** This revolution brings no 
frantic reversal in the Daniel Green policy. Daniel Green 


quality has never knuckled to style. It has joined it. Past, 


present, and future, Daniel Green is a quality safe feature. 





A Because every second word is’ satin, 
No. 70396 is being ordered heavily. 

B Even plain leather D’Orsays are a pres- 
tigeitem when Daniel Green makesthem. 

€ This daytime D’ Orsay, No. 70274, is a 
newcomer in crepe. Two tones blended 
give a backstrap illusion. 

D The new “turn” for men is featured as 
a“ game slipper.” Order it by No. 94205. 

E The Loll is one of the most spectacular 
successes that have come in years. 


DANIEL GREEN COMFY SLIPPERS 


THE DANIEL GREEN CO., DOLGEVILLE, N. Y.—CHICAGO, 29 E. MADISON ST.—NEW YORK CITY, 331 MADISON AVE.—BOSTON, 10 HIGH ST. 
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For Your 
Holiday Business 


Gay, brilliant colors! Warmth and com- 
fort plus! Prices far below compe- 
tition! A sure-fire money-making 
combination. Look them over 
. the biggest selling line 
of woolskin moccasins and 
slippers in America. 


ATHLETIC SHOE CO. 
914-34 N. Marshfield 
Avenue, Chicago, Ill. 


Only a few numbers shown 

here. Write for circular, 

samples on approval 

and prices. Complete 

' stock on hand for 

immediate de- 
livery. 


® 
SPECIAL! 


No. C8951 Rest-Rite Kid Leather Slip- 
pers for men with white woolskin 
rolled cuff. Uppers in all popular col- 
ors. Per pair $1.90 


No. C7305 Rest-Rite Kid Leather Slip- 
pers for Women with white woolskin 
rolled cuff. Uppers in choice of red, 
blue, brown, green, black and purple. 
Per pair $1.65 


Rest - 


COMFORT SLIPPERS 





Here's an ex- 







ample of what we 
mean by “Prices far 

below competition”: No. 
C2204 kid leather’’D’Orsay”” 


me 
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AN IMPORTANT ANNOUNCEMENT 


To Manufacturers of Women’s Shoes 


Retailing from $2 to $5 


A group of men financially responsible representing outstanding 
ability and experience in every phase of the women’s shoe industry 
have formed an organization to assume the complete distribution for 
a limited number of manufacturers. 


This organization offers the following advantages: 


A guarantee of a definite annual 
volume of business. 


Nation-wide distribution through 
leading retail outlets. 


No advance outlay of moneys. 
Selling cost based on results only. 


Comprehensive and authoritative 
styling. 


Minimum pattern cost. 


No loss of-identity for the man- 
ufacturer. 


For further discussion regarding this organization 


Write N. W. D. 


c/o Boot & Shoe Recorder 
239 West 39th Street, New York 
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ORNAMENTS THAT MAGNETIZE 


A Paramount Necessity to 


aaa A Novelty Shoe Sales 


IN STOCK 


No. 504 White Moire, 
Faille Crepe with 
Silver Trim. 


Black Patent. Brown 
Kid. Black and 
Brown Suede. 


$4 per doz. pr. 

No. 1003 Black and 

Brown Galolith 

edged with White- 
Silver band. 

30c. per pr. 

No. 1001 Black with 

White Center, 

Brown with Sand 

Center. 
30c. per pr. 











“Creators of Ornaments 


That Sell” 











No. 1001 


BOWCRAFT CO. 
44. WEST 33rd ST., N. Y. C. 











Pa English Patterns 
> 


and Tree Legs 


Characterize 


O'Donnell 


Aristocrats 


A complete stock line of dress 
boots for immediate at once 
service. 


Write 


For our new Aristocrat folder showing 
latest boot styles. 








Visit 

Our display of Aristocrat 
riding boots at the Com- 
modore Hotel, suite 
1171, New York City, 
during National Seasonal 
Opening and Shoe Dis- 
play Week, November 
16th to 20th 


Manufactured by 


O'Donnell Shoe Company 


512 Sibley St. St. Paul, Minn. 











CHURCH’S a 
IMPORTED ai | 
ENGLISH 


SPATS 


$30.00 per doz. 


Also domestic 
grades 






$7.50 per doz. 

$16.00 per doz. : 

Popular shades (~~. “sae 
carried 


IN STOCK 
Samples Submitted Upon Request 


LYONS & COMPANY 


122 Duane Street, New York, N. Y. 











SPECIALIZING IN SHOE STORE NOVELTIES 








“VARNUM” Size Stick 


(Trade Mark Reg. U. 8. Pat. Off.) 


The Most Popular Measure 





Marked with standard American, French and _ English 
measures. Three styles 1—2—3. Maplewood, nickel trim- 


mings. 
RETAIL SHOE STORES USE NO. 3 
PRICE $1.50 EACH 
F. W. WHITCHER CO. Boston, Mass.—Chicago, 111. 



























































FROM 





Daily The “feel” of Man- 
Rates . 
hattan is here, as 
SINGLE well as luxury of 
$3 appointment. 700 
rooms with tub and 
DOUBLE 


Ps shower bath, cir- 
5 culating ice water. 


Hotel PARAMOUNT! 


46th STREET WEST OF BROADWAY, NEW YORK 


CHARLES L. ORNSTEIN, MANAGER 
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PVG G41 G}S 


BROOKLYN 


Are Featuring 


VANITY BOWS 






i 





When at the Style Show— 
November 16-20—a call 
to DEcatur 2-0701-2 will 
representative 


Cold Type Needs 
Warming Up! 
mi * tell you the story of 


bring a 
with our complete line of 
samples. 


the popular price of $3.00 a dozen and up. 
Beacon Shoes . . . to impress 


on you the fact that never 
in Beacon’s forty years has 
Beacon offered so much dol- 
never in the his- 


Write direct for YOUR sample dozen. 


Pasa Novelty Works 


lar value... 
tory of the Shoe Industry has 
a popular priced shoe bene- 
fited from such meticulous 
workmanship . . . never in 
Beacon’s life has the Beacon 
factory operated so efficiently, 
vue enax ovALITY so energetically, so result- 
a ae fully all these things 
bring home the fact that the 
Beacon dealer’s franchise — 
always valuable — is today 


We are now featuring new BOW creations at ‘ 
¢ 
iq 
iP 
Hed 


1261 Atlantic eli knenioinall N.Y. | 














A REAL HOLIDAY LEADER 


INDIAN MOCCASINS 


CE 

Made of the most 
uniform stock of 
SUEDE leather ob- 
tainable. 

Indian’s head printed 
in three colors or in 
solid black—Made in 





Men’s, Women’s, Boys’ 

pd and Children’s styles. 
B) A trial will 

convince you 


RESTFUL SLIPPER COMPANY 


more valuable than ever... 
in a year of generally de- 
creased dollar volume and 
decreased profit Beacon 
Dealers are maintaining both 





ee ns Ee 


663 Broadway New York City 


volume and profit... F. M. 
Hoyt Shoe Corporation, Man- 
chester, New Hampshire. 


BEACO 


SHOES for MEN 


Retailing at $4, $5, $6 





“4 Few Short Blocks from Exhibit Headquarters” 
THE NEW 


FORREST 


HOTEL 
WEST 49h ST., JUST OFF BROADWAY 


Around the Corner from 50 Theatres 


300 ROOMS, EACH WITH PRIVATE BATH, SHOWER, 
CIRCULATING ICE WATER AND RADIO 


SUITES ACCOMMODATING UP 
sB5° TO 4 PERSONS FROM -50 
SINGLE = $7.50 TO $10.00 PER DAY DOUBLE 
BEFORE OR AFTER ATTENDING THE DAILY EXHIBIT 


AS WELL AS BEFORE THE THEATRE, DINE IN THE 
MIRROR ROOM 


CLUB BREAKFAST 25c LUNCHEON 65c DINNER $1.00 


WRITE OR WIRE FOR RESERVATIONS TO INSURE 
CHOICE ACCOMMODATIONS 


JAMES A. FLOOD 


MANAGER 
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Bad weather:-- and 


‘Peters Shoe Parade’ 











more good reasons 





for featuring 


Peters “Diamond Brands” 


WE DON’T have to tell you 
what shoes sell best when the rain 


and slush arrive. You know it’s the 
solid leather shoe every time .. . the 
kind you see below! They’re the only 
ones that can stand up and take the 
rough wear from heel to toe, and still 
assure dry foot comfort. 

Peters Shoes for forty years have 
been accepted by millions as the fin- 
est, smartest all-leather footwear to 


be bought at popular prices. 


Today more new customers than 
ever before are coming to Peters 
Pe 


dealers—thanks to the “Peters Shoe 
Parade,” one of the outstanding 


weekly features of the air. 

And “Peters Shoe Parade,” un- 
usual combination of entertainment 
and strong, level-headed selling, 
will send these new customers right 







BRANCH OF 


ST. LOUIS 






night 
: — T., 9:30 C. T.., 
coming vy 7:30 P. 


our front door, if you give it 
ance. 

" aoa up on these quick-moving, 
all-weather shoes. Then put up our 
— free display material which 

tifies you as the local Peters Shoe 
merchant whose stock is being adver- 
tised by radio each Thursday night. 

Here’s a hook-up that’s bound to 
make some real money for you this 
winter, if you act now. Write today 
or wire at our expense for a salesman. 
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NATIONAL NEWS 











» ABOUT PEOPLE 4 





Bogard Heads Rochester Retailers 


ROCHESTER, N. Y.—Guy L. Bogard, 
head of the shoe department at Mc- 
Curdy’s, Inc., last week was elected 
president of the Rochester Retail Shoe 
Dealers’ Association at the annual or- 
ganization meeting. He succeeds Wil- 
liam Pidgeon, Jr. 

Don J. Burke was elected first vice- 
president; A. Stillman, second vice- 
president, and Leslie Watson, third 
vice-president. F. M. Hanley was 
named secretary and treasurer. 





Roy Askew Made Manager 


SHREVEPORT, La.—Roy D. Askew, 
who becomes manager of the Rosen- 
berg shoe store on Milam Street, brings 
to Shreveport 21 years’ experience in 
the shoe business. Fifteen years of 
this time was spent with one concern 
at Muskogee, Okla., and Joplin, Mo. 

In commenting upon his appointment 
as manager, Mr. Askew said Saturday: 
“The policy of Rosenberg’s of showing 
the latest creations in footwear for 
men, women and children will be up- 
held at all times.” Mr. Askew is famil- 
iar with desires of the public, it is said, 
and understands this section of the 
country. 





Louis Feldman Resigns 


BALTIMORE—Louis Feldman, for the 
past 15 months buyer of women’s and 
children’s shoes at O’Neill’s, a mem- 
ber of the Hahn department store group, 
resigned Oct. 10. Mr. Feldman’s future 
plans will be announced later. Before 
coming to O’Neill’s he was connected 
with the Gilchrist Co. and Filene’s, 
Boston. 
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Resigns as John Bright Head 


James B. Stewart of Philadelphia, 
who has been president and general 
manager of the John Bright Shoe 
Stores Company for the past ten years, 
having disposed of his interest in this 
Company, has resigned as president, 
director and general manager. 








SHOP TALK 


by 
H. F. B. 


We ran across 

A retired shoe 

Traveler the other 

Day, who made 

A lot of money 

When the making 

Was good and 

Had sense enough 

To stay away 

From the stock market. 


He spends his winters 
Down South and 

His summers West 
And has a lot of 
Time to see and think. 


He’s always poking 
Around shoe stores 
And he sees a lot. 
Lately he’s been 
Struck with the 
Number of customers 
Who walk out because 
They can’t get what 
They want in shoes. 


Of course this 

Is no time to 
Carry top-heavy 
Stocks of shoes, 
But after all 

You can’t sell 
What you haven’t 
Got in stock. 


Maybe it’s time 

For a lot of merchants 
To begin carrying 

A few more shoes. 
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EVERY WEEK 


Celebrates 50th Anniversary 


GRINNELL, IowA—The Ross Shoe 
Company, 803 Fourth Avenue, has 
been celebrating its fiftieth anniver- 
sary. The store was founded in 1881 
by R. C. Ross, who came to Grinnell 
from Pennsylvania. Thirty-seven years 
ago R. B. Work came here from the 
same section of Pennsylvania and en- 
tered Mr. Ross’s employ. A few years 
later he purchased the business from 
Mr. Ross and has since carried it on 
under the name of the “Ross Shoe Com- 
pany.” 

In a newspaper article commemorat- 
ing the fiftieth anniversary of the 
business Mr. Work says: 

“Quality for half a century, coupled 
with service, we believe, expresses 
fully the reason for the successs of 
any business that has carried on un- 
interruptedly for fifty years. The first 
fifty years being the hardest, we enter 
the second lap of our business career 
with confidence, 





Wheeler Allen Back from Europe 


RocHESTER, N. Y.—Wheeler Allen, 
vice-president of the C. P. Ford Co., 
is back from Europe after a three 
months’ business and pleasure trip. 
John H. Kinne, veteran president of: 
Ford and at 80 years old still active 
dean of the Rochester shoe industry, 
has returned to his desk after spend- 
ing the summer at his Maine retreat. 


Holstein With Wall-Streeter 


NorTH ADAMS, MAss.—Henry Hol- 
stein, for many years associated with 
the Emerson Shoe Co., Rockland, and 
more recently with the W. L. Douglas 
Co., has resigned to head the fitting 
department of the Wall-Streeter Co., 
North Adams. Mr. Holstein is regarded 
by many shoe executives in the East as 
one of the most brilliant men in his 
particular line in the shoe field. 
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“ONFIDENCE 





@ You can have confidence in shoe laces 


backed by 66 years of lace making experi- 


ence—because of the reputation behind them. 


HM Experience plus modern manufacturing 
equipment and methods mean uniform, 


high quality laces at the lowest prices possible. 





HM We can supply you with a quality of 


Tips may be either fab- ace suitable for every grade of shoe. 


ric, metal or celluloid. 
We recommend the re- 
cently perfected. 


JOSCO FABRIC TIP 


—a small, neat tip that 
will enter any eyelet with 
ease. It has no shoulder 
to catch, scratch or tear 
and is absolutely water- 
proof. 


SHOE LACE COMPANY, LTD. 


(Successor to Joslin Mfg. Co., Established 1865) 


PROVIDENCE, R. I. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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Made Product Manager 


AKRON, OHIO—Morris Maskrey, for 
16 years an employee of the Miller 
Rubber Co., has been named product 
manager of sole and heel sales of The 
B. F. Goodrich Co., mechanical divi- 
sion, it was announced recently by W. 
S. Richardson, merchandising manager 
of the division. - 

Maskrey started to work in the 
scheduling division at Miller in 1915, 
later assuming managership of the de- 
partment. In 1927 he was made man- 
ager of the centralized scheduling di- 
vision for the entire Miller plant and 
recently has been in charge of Miller 
mechanical sales for the entire division 
and all sole and heel sales. 

His headquarters will be in Akron. 





M. J. Kaplan Marries 


BostoN—M. J. Kaplan, one of the 
partners of the Colonial Tanning Co., 
was married at noon Tuesday, October 
27, at the Ritz Carlton Hotel in Bos- 
ton to Miss Ethyle Wyneberg of Toronto, 
Canada. 





}. G. Sullivan in New Post 


ATLANTA, GA.—J. G. Sullivan, for- 
merly manager of the shoe department 
of the Lew Adler Company, has ac- 
cepted the position of manager of the 
shoe department of Newman & Holley. 
The department handles Stacy Adams 
& Emerson shoes. 





Closing Out Stock 


WAPAKONETA, OHI0O—Harry Kahn, re- 
tail shoe merchant here, is closing out 
his business and expects to dispose of 
his entire stock to the public in three 
or four months. His store is one of the 
oldest in the State, having been started 
in 1865. 
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A REAL PARTY 











FOR THE KIDS 











1,400 Children at Shoe Party 


CINCINNATI—A pproximately fourteen 
hundred children attended the theater 
party given by the Mabley & Carew Co., 
Cincinnati, Ohio, to introduce Billiken 
Arch shoes and to inaugurate the open- 
ing of a basement shoe department for 
children. 

he theater party was given in the 
Hall of Mirrors of the Netherland- 
Plaza Hotel, Saturday morning, Oct. 24, 
at 10 o’clock. Invitations could be se- 
cured only by applying at the basement 
shoe department of Mabley’s store. 

While advertising was the prime mo- 
tive, however, the party was kept a 
purely social affair for the little ones. 
Some reference was made to Billiken 
shoes during a sound movie, “Foot- 
prints of Progress,” showing the vari- 
eties of shoes worn from earliest times 
to the present era in all parts of the 
world; however, an effort was made to 
keep the advertising appeal subordi- 





nate to entertainment. The main idea, 
according to Mabley officials, was to 
give the children a real party, which 
they could enjoy free of all lectures. 

A question and answer game followed 
the movie and appropriate prizes were 
awarded the children giving the best 
answers. Two tiny dancers, attired in 
costume, impersonated the “Billy Kids,” 
and gave a very clever tap dance. An 
“Our Gang’ sound movie comedy 
rounded out the day’s pleasure. 

After the theater party, balloons, 
with whistles attached, were given 
away as souvenirs to all who attended 
the party. Every child present also 
received a small gift. 

While some grownups accompanied 
the guests, it was noted that quite a 
few came unattended and in party at- 
tire. 

Newspaper advertisements alone 
were used to promote the party and in- 
vite prospective guests. 
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U.S. PAT. OFF.” . 
Scientific Health Shnes 
« for Children 


Insure Normal Feet” 











91 Different Sizes 
AA to D 


The only exclusive 
Goodyear Welt or- 
ganization in the St. 
Louis district. 
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THE JUVENILE SHOE CORPORATION 


AURORA, 


In Stock 


SHARK LEATHER TIP OXFORD 


OF AMERICA 
MISSOURI 
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12/2 A-B-C-D | 


814/11% A-B-C-D 


Our terms are 5/10 days, net 30 days. 
the Rockies and East of the Alleghany Moun- 
tains 5/20 days, net 40 days. 


Style 126—Black Elk, Oxford 


with Black Shark 
Leather Tip. 


Style 127—Coffee Elk, Oxford 


with Brown Shark 

Leather Tip. 

$2.60 

9 Iron Damp Proof Oak Sole, 
Leather Heel, Rubber Top. 

$2.25 

Spartan Gold Spot Sole, 
Rubber Spring Heel. 


Send for Our Complete Stock Catalog 


West of 


See our display, Room 744, Commodore 


New York Style Show, 


Hotel, 
November 16 to 20 











WHERE TO BUY 
Men’s Shoes 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 





























“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS. U.S.A. 

















ln Stock Service 
F, M. HOYT SHOE CORP. 


om EG Manchester, NH. 


SHOFS VY! 


“A MAN’S DECISION” WELp 


THE 


a5 STVLES 
RETAIL 





Shoe Co. 
Boston—183 Essex Street Brockton, 
N. Y.—915-917 Marbridge Bldg. — Mass. 











salieitiemeeens 


Tus 
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() ror MEN 
M.A. PACKARD }-» Makers 
mA PAgEARDCD aden (PD 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. ; 
MEN’S FINE SHOES EXCLUSIVELY 




















To Develop Birmingham Area 


BIRMINGHAM, ALA.—Looking to an 

intensive development and expansion of 
the Birmingham retail trade area, a 
conference was held betweun Chamber 
of Commerce officials and a large num- 
ber of retail merchants of the city. 
The outcome of the conference was a 
decision to organize the retail mercan- 
tile interests as a division of the Cham- 
ber of Commerce in order that there 
may be full cooperation in the program 
outlined. 
’ Birmingham, it was pointed out, is 
the center of an area containing nearly 
1,000,000 people, which should make it 
one of the leading retail trade centers 
of the South. Reasons for failure to 
get the trade volume its position and 
importance would justify are being 
sought and when these are known the 
new divisional organization will seek 
the remedy. 

President Thomas presided at the 
conference. Director Loehr, of the 
trade and commerce division, reported 
results of a preliminary survey of re- 
tail conditions, and Dr. James S. 
Thomas, economist of the Common- 
wealth and Southern Corporation, told 
of studies he has made in other cities 
whose retail trade far exceeds that of 
Birmingham even though population 
and buying power are no greater. 





Feminine Sport Boots 


BostoN—The first of the new offer- 
ings of sport boots for women have 
just appeared in Boston stores. One 
novel type is uppered with tan calf, a 
water resisting stock, made in the moc- 
casin vamp pattern, with tops to lace 
just above the ankle bone, and it is 
bottomed with an insulated sole. An- 
other, of a black oil grain leather, of 
light weight, is soled with waterproofed 
leather. 

This boot is half knee high. These 
and like sport boots are made over 
roomy lasts, for it is usually the case 
that woolen stockings are worn with 
them. Some are for those who attend 
the football games and would keep their 
feet warm and dry on a cold and stormy 
day. Others are for winter sports, like 
skiing and tobogganning and motoring. 


Boot Dye Poisons Soldiers 


WASHINGTON, Q. C.—An investiga- 
tion of a mysterious poisoning which 
placed fourteen soldiers of Fort Myer, 
Va., in the post hospital, has been 
traced to the dye used on their boots. 

When the stricken men became ill 
and collapsed in groups, and their shins 
turned blue, the military authorities 
became alarmed and ordered an inves- 
tigation. 

It was learned that all of the stricken 
men had been wearing dyed boots, and 
it was discovered that the dye had 
been improperly applied and the chemi- 
cals had worked through the leather, 
and had been absorbed in the soldiers’ 
flesh. The poisoning was checked and 
the men are recovering. 
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OTHER PEOPLES IDEAS 
GLEANED EN ROUTE 


HARRY R. TERHUNE 
Field Editor 


The Fontius Shoe Company, of Denver, has an 
air-tight system of okaying P.M.’s which insures 
every salesman of getting all that is coming to 
him—but nothing more. ; 

On the bottom of every sales check is a 
P.M. stub. If the shoe sold is not a P.M. this 
stub is merely left blank. But if a P.M.’d shoe 
is sold the salesman fills in its stock number 
and price and marks a big X through the 
amount of the P.M. 

He then brings the sales check and the 
right shoe to the floor man, who okays the 
P.M. stub and also puts his okay in the shank 
of the shoe where the salesman has already 
marked his own number. 

The next day these sales checks reach the 
girl who keeps the stock books. If a style is 
P.M.’d_ its stock sheet shows the correct 
amount, so the girl rechecks these P.M. stubs 
as she enters the sales in her stock book. 

These same stubs are used for hosiery and 
findings commissions. When a shoe sales- 
man brings a customer to the hosiery counter, 
the hosiery girl puts HIS number on the P.M. 
stub but puts HER number on the main part 
of the check. Thus she gets proper credit for 
the sale and he gets his commission for bring- 
ing the customer up. 

When a shoe is returned for credit the cus- 
tomer’s sales check shows how much P.M. was 
paid to whom—but not in a way the customer 
understands, for her side of the P.M. stub has 
no figures on it. 

In marking P.M.’s on shoes Fontius uses 
Roman Numerals, X meaning 10 cents; XXV, 
25 cents; L, 50 cents; C, $1.00. The boys 
always speak of them as an “L” or a “C,” 
which means nothing to any customer who hap- 
pens to hear, but means much to the man who 
makes the sale. 





Purchases Stock 


BuFFALO, N. Y.—I. Swados & Co. 
have purchased the entire merchandise 
stock and fixtures of the retail footwear 
store of George A. Seymour at 2188 
Fillmore Avenue, which had been in 
business at that location for several 
years. The purchase price was re- 
ported to be $850. Plans of the new 
owners were not announced, but it was 
said that a liquidation sale of the Sey- 
mour stock will be held. 





Free Show for Kiddies 


ELKHART, IND.—The Economy Shoe 
Store at 413 South Main Street recent- 
ly set itelf in good with the children 
when it leased the Bucklen Theater for 
a free show. Comedy films were shown 
and naturally a capacity crowd was 
present. 


————o————___————————————EEE=P 
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Write For This Book 
It’s Yours FREE 


Just Off the Press 
CATALOG OF 


Dr. Scholl's 
AIDS for the FEET 


In addition to illustrating and describ- 
ing Foot Comfort Appliances and 
Remedies, invented and perfected by 
Dr. Wm. M. Scholl, our latest catalog 
contains very valuable information on 
the Common Ailments and Defects of 
the Feet, How to Recognize Them, 
Their Causes, Their Correction in the 
Shoe Store, How Foot Troubles Cause 
Shoe Troubles, Elementary Anatomy of the 
Human Foot, Modern Scientific Shoe Fitting. 


MORE SALES — MORE PROFITS 


A book that shows you how to make EXTRA SALES 
and EXTRA PROFITS — Profits that will come to you 
easily and will mean bigger business, more prestige, 
and a bigger and better reputation. 


Dr. Scholl’s Foot Comfort Service 





1. Attracts New Customers 5. Reduces Losses and Com- 

2. Holds Old Customers ‘ sabe " a 

3. Lifts You Above C 7 . Increases Average Sale 
tion o seeioees 7. Reduces Overhead 


4. Insures Perfect Shoe Fitting 8. Increases Net Profits 


9. Increases Efficiency of your 
Salespeople 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago 
62 W. 14th St., New York 112 Adelaide St., E., Toronto 


Learn More About Feet! 





NATIONALLY ADVERTISED 


Over $1,250,000 is spent annually to Advertise 
Dr. Scholl’s Aids for the Feet. Cash in on the 
Demand Created by this advertising by stocking 
this highly profitable line. That's the way to 
increase your volume. Decrease your overhead 
and increase your net profits. 


somentanaeseens MAIL COUPON NOW---------- 


THE SCHOLL MFG. CO., INC. 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 


Gentlemen: 
Please send us without charge a copy of your latest 
catalog—Dr. Scholl's AIDS for the FEET. 
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WHERE TO BUY 


Men’s and Women’s 


Slippers 


AA 6 Ee EP OF Pe 





PoPuULAR 
RICES 








HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the populer price 
class. Samples on Request. 


VINCENT HORWITZ 


CO., Inc. 
64-76 W. 23rd St. New York City 




















ea B. EVANS’ SON CO., Wakefield, Mass. © 











W. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 
Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.85 
Kid Pullman Slippers, 
colors and Black with 
Snap Pocket $1.50 
Zipper Pocket $1.70 

















RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. 

In no case will the name and address of 
the merchant writing to us be given out. 
The RECORDER however will forward all 
letters and catalogs promptly to the in- 
quirers. Please refer to code identifying 
number. 


N 429. 
N 430. 


Men’s hobbed nailed army shoes. 
Extension course in fitting ortho- 
pedic shoes and in orthopedics in 
general. (3). 

Women’s shoes to cost around 
$1.50. 

Popular priced Toweling slippers. 
Line of men’s shoes to retail at 
$3.50 full of snap, that will give fair 
service. 

Lease X-Ray machine. 
quiries on this subject. 
Loose leaf stock books. 


Men’s house slippers to retail at 
$2.50; hard soles. 


N 431. 


N 432. 
N 433. 


N 434. Two in- 


N 435. 
N 436. 





They Want to Know Where to Buy 


N 437. Bowling shoes for both men and 
women, leather soles and uppers. 
Men’s heavy leather work shoes. 
Children’s popular priced oxfords 
and pumps. 

Shoe trees to retail at 50c; also in- 
expensive shoe bags. 


Children’s shoes (lined) to retail at 


N 438. 
N 439. 


N 440. 
N 441. 


N 442. Women’s novelty shoes to retail at 
- $2.00 and $3.00. 

Souvenirs suitable to use during an 

anniversary week. 

Sock lining stickers. 

Men’s calf skin: oxfords costing 

$2.75, an in-stock proposition. 

Men’s 16 in. high cut work shoes 

with built in arch supports. 


N 443. 


N 444. 
N 445. 


N 446. 


N 447. Children’s Russian Boots. 

N 448. Men’s popular priced leather slip- 
pers. (2.) 

N 449. Boys’ shoes to retail at $2.00. (2.) 

N 450. Women’s house slippers. 

N 451. Women’s shoes costing around 
$1.60. 

N 452. Doll shoes and stockings for souve- 


nirs for children’s department. 

School specializing in display work. 

A—Complete line of children’s 
shoes to go in with established 
high grade line. 

B—Growing girls’ and boys’ shoes 
above size 3. 

C—Smart window card service. 

Stock keeping system. 

Ballet slippers, popular price. 

Second hand animal seats for a 

children’s shoe department. (Give 

quotations. ) 

Regular side seam boots for men 

(not Bootees). 

Books on window trimming. 

Waterproof boots and shoes. 


N 453. 
N 454. 


N 455. 
N 456. 
N 457. 


N 458. 


N 459. 
N 460. 
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SO GE SG OCOOOOCOHDESOERE 
& “RADIO-TYME”’ o 
TO RETAIL AT $3, $4 & $5 


EVANS 


STANDARO, 


“RADIO- HOUSE 


TYME” SLIPPERS 


Reg. U. S. Pat. Off. In Stock 
CATALOG ON REQUEST 


rk) L. B. EVANS’ SON CO., Wakefield, Mass. rk) 








Schiff Store for Clinton 


CLINTON, Iowa (UTPS)—The Schiff 
Shoe Company, which now operates 
stores in several Iowa and Illinois cities, 
will open a store in the Ankeny Build- 
ing the latter part of October. Walter 
Forsythe, now manager of the com- 
pany’s store at Ottumwa, will come 
here to have charge of this store. 








>» TRADE DOINGS ¢< 








New E-J Styles Shown 


ENnpicoTT, N. Y.—Another semi-an- 
nual style conference was held at the 
Endicott Johnson sales department at 
Endicott, N. Y., Oct. 16-21, when repre- 
sentatives of the St. Louis and New 
York merchandising departments met 
with the Endicott merchandising, pat- 
tern departments and executive factory 
superintendents for a comprehensive 
exhibit of the Endicott Johnson line of 
shoes for the coming Spring season. 

At the meeting there was an advance 
showing of the trend of fashions. 
Many new creations were displayed. 

J. F. Muffley, general manager of 
sales, presided at the meeting. Mr. 
Muffley gave high praise to superin- 
tendents of the various factories and 
to the stylists on the new lines. 

“We have produced,” said Mr. 
Muffley, “a line of shoes for the entire 
family at the lowest possible cost and 





have kept the quality of the product 
up to a high standard. 

“Endicott Johnson is founded on 
service and square dealing. Because 
of that fact we are able to produce 
‘Better Shoes for Less Money.’ ” 

The new styles and colors for femi- 
nine footwear will include pumps, 
straps and oxfords with predominating 
blacks and a new shade known as 
“fawn,” and also a few blonds. 

A complete line of men’s, women’s, 
boys’, girls’ and infants’ shoes in 
snappy styles combined with quality 
will be offered to the trade on Jan. 1. 

Those who attended the merchandis- 
ing and layout meeting were: Fred 
Diekroger and Dick Endris of St. 
Louis; A. J. Whitham, sales manager 
of the New York department; Earl Fox 
and Roy Bergen of New York; P. D. 
Blain, sales manager of the Endicott 
department; Earl Barnes, Harry 
Chrysler and Dick Thomas, of Endi- 
cott. Stylists attending the meeting 
included Marty Foy, Norman Council- 
man, Henry Turner, James Foy and 
Glenn Clifford. 
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ECHO 


A new tongue tie in black and 
brown kid with contrasting rep- 
tile trim. Both leathers are 
stocked in AAA to E widths. 





DUNCAN 


This black kidl shoe is carried in 
AAAA to E widths and in sizes 
up to 10. 








| want you 


to TEST them 


as This Retailer Did... 


Wi don’t say that we have the best shoes in the world that 
retail for $5 and $6. All we ask you to do is to compare them 
with what you can get elsewhere—just as this retailer did before 


writing us this letter. Read what he says: 


“About fifteen months ago, we bought a few pairs of TRUE 
STEP shoes as samples to be compared with a similar line which 
we were selling. Since then, we have had over seven thousand 
pairs of TRUE STEP shoes and have dropped the other line 
altogether as we consider the TRUE STEP shoes far better than 
any line at about that price that we have ever sold, both in fit and 
durability. We are pleased to say that when a customer buys a 


pair of TRUE STEP shoes, she will accept no substitutes.” 


If you are looking for more real value in a shoe—a shoe that 


will build up your business—we shall be glad to send you samples 


WS. Qebinaon— 


of our latest numbers. 


PRESIDENT 
ROBINSON-BYNON SHOE CO. 
Auburn, New York 


TRUE STEP 


made in a small factory where details are important. 





‘OMBINATION LAST 


c 
ARCH SHOE 
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WHERE TO BUY 
Pullman Slippers 


oe 














VOLUME USERS 





Retail at $1.95 
The original Pullman Slipper made of 
Genuine Glace Kid leather—black, brown 
and other colors—ladies’ and men’s—Also 


variety of imported genuine grain 
Packed in different 


in a 
leathers in all colors. 
shaped pouches. 

M. GUSTIN CO. 
112-116 Madison Ave., N. Y. 
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WHERE TO BUY 


W omen’s Shoes 











CUSHION SHOES 


FOR WOMEN 


THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 














WHERE TO BUY 
Modern Misses’ Shoes 


oe ee eee 








YOUTH 
AND 


IN STOCK 


Style 
fanart: — as Seal 
7338—Brown Pin Seal 


P Heck AAC 2%-8. 
PHCD ...0000000 $3.30 
See This Line at 
HOTEL COMMODORE > 
Room 1014 
National Shoe Display Week 


L. F. and E. U. Burdett in Attendance 


URDETT OE CO. 
cto: ll 





IN STEP 






a | 




















Sales Punch in This Window 





TWEtLS -COOOTEAA, RUBBER. WE 


oe & 


In this modern window devoted to the exploitation of “Brockley Five” shoes for men, 

the Continental Clothing Company, Boston, produced a real selling punch. The shoes 

were attractively displayed, to begin with, and on panels down either side of the window 
were listed items about the construction and style of the shoes. 








New Color Card Issued 


PHILADELPHIA—The new Vici color 
chart for Spring and Summer, 1932, 
is now ready for distribution. 

According to Miss Hilda Rau, style 
service director for Robert H. Foer- 
derer, Inc., this firm is showing their 
new Vici colors in this fourteenth edi- 
tion of their chart, in conjunction with 
Forstmann & Huffmann’s woolens and 
the new silks from Cheney Bros. The 
color lines of these three manufactur- 
ers are cooperatively styled to a point 
where the leathers featured are made 
to complement the season’s important 
costume color trend. 

This season the chart stresses the 
importance once again of black and 
brown shoes, while some emphasis is 
given to blue and mention is meade of a 
returning interest in the beige shoe. 


Enna Jettick Corporation Formed 

AUBURN, N. Y.—A new organization 
for distribution of Dunn & McCarthy’s 
Enna Jettick shoe was incorporated 
here last week under the name of Enna 
Jettick Corporation, with capitalization 
of $200,000. 

Fred L. Emerson, head of Dunn & 
McCarthy; Buford H. Jones and Wil- 
liam S. Elder were named directors. 


Shoes in New Levy Store 


Tucson, Ariz.— Levy’s, featuring 
high grade wearing apparel for ‘men 
and women, has opened here in a new 
store and is carrying a complete stock 
of women’s shoes in popular and high 
grades, in a shoe department under the 
management of J. A. Bristow. Premier 
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shoes at $12.50 up are carried as the 
best grade, with other makes retailing 
at $6.85 up. 





Biles Store to Move 


Kansas City, Mo.—The Biles Shoe 
Company, Inc., now at the southeast 
corner of Tenth Street and Grand Ave- 
nue, has moved to 918 Walnut Street, 
where a shop 14x56 feet, in the Ridge 
Arcade building, has been leased. 

J. E. Biles, president of the company, 
has been in the retail shoe business in 
Kansas City for the past thirty years. 
The lease on the Tenth Street and 
Grand Avenue corner expired Novem- 
ber 1. 


New Shoe Department 


Kansas City, Mo.—The formal open- 
ing of the new shoe department at Dia- 
monds Brothers took place Saturday, 
Oct. 17. Window displays are already 
in place and merchandise is being 
shown. The shop is on the mezzanine 
floor. Popular priced shoes will be car- 
ried, the price range being $5.50, $6.50 
and $7.50. 

Neil Nesbitt, formerly buyer for Ir- 
win’s Store in Cincinnati, and more re- 
centiy in charge of the women’s shoe 
department at the Palace Clothing Co., 
here, is manager. 





Encch Bailey Manager 


MoNESSEN, PA—Enoch Bailey has 
been appointed manager of the new 
Kirby Co. shoe store, opened at 555 


Donner Avenue. 
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NATURAL BRIDGE WILL REVEAL 
WOMEN'S A NEW PLAN— 


STYLES 
Sge 
0" 
* 


MEN'S STYLES 





A Plan Developed for Shoe Retail- 
ers by a Shoe Retailer 
to Yield a Clean Cut Profit 
*” ge) a on the Lowest Possible Stock 
& 
JUNIOR AT NEW YORK 
STYLES NOVEMBER 16 to 20 
ROOMS 938-940 
HOTEL COMMODORE 


During Naticnal Seasonal Opening 


* 


This new “Natural Bridge Plan” has 
been designed to meet present con- 
ditions and necessity. It is what you, 
the shoe retailer, would have out- 


lined as the ‘“‘Ideal Plan.” 


If you are not able to come to the New 
York Show, write or wire for a 


IN ATTENDANCE AT THE Natural Bridge representative to call 


NEW YORK SHOW with full information. You will be 
N.C. Evans J.G. Craddock Bert E. Drake d bli ° d ‘ll b 
Frank |. Sharp E. C. Rust, McIntosh Co under no 0 igation, an you wl e€ 
Harry L. Adams and Ernest Burrill of well repaid for your effort. 


Proctor & Collier Co., Advertising Counsel 





NATURAL BRIDGE SHOEMAKERS 
Division of Craddock-Terry Company 
LYNCHBURG VIRGINIA 


New England Distributors—Melntosh Co., Soringhelé, ee 
Pacifie Coast Branches: CRADDOCK-TERRY Te 
re. erelemce 


San Francisco, Cal. 
New York Office—Marbridge Bldg. Chicago Omice—Repubtic “Bids. Soleo te igala 


Cole ai 1@) 
GOOD 76 ' ct 


olava aed 
OIG Na TBOO 
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WHERE TO BUY 


Children’s Footwear 








IDEAL BABY 
SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years/ 


Danvers, Mass. 


MRS. DAY’S 














Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE CoO. 
THIENSVILLE, W'S. 











PATENTED 


ROBA» 
"SHOES 


Finest Quality Children’s Shoes 


Manufactured continuously since 1892 


by 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 



















CHILDRENS 
FOOTWEAR 
IN STOCK 

Builds repeat business 
Free Stye Beokle: om Negees: 
18 Main St, WILTON, MAINE | 








uine | 
occasins 
[6 # Bass @ CO. 
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WHERE TO BUY 


Vamp Easers 


Ol 





Vamp f:zers 


Reli of 


10% 


A PAIR 





& 
§ 


Vemp Beers are curved strips 
gummed, ready te attach in- 

pressure from 

2 Dozen pairs, in individual 

on one display card, $1.60 


The Pats Co., Danbury, Cenn. 











Economic Trends in Shoe Manufacturing 


[CONTINUED FROM PAGE 35] 


manufacturer of Christmas cards, seals 
and paper novelties whose peak of de- 
mand came in the early fall, in prep- 
aration for the December rush, filled up 
his valleys in production actually by 
adding to his list of articles to be pro- 
duced a line of products which sold 
largely in the earlier months of the 
year and others of an all-the-year- 
round character, Easter cards, birthday 
cards and greetings, other novelties 
and a line of goods closely related in 
manufacturing character. These were 
adopted primarily because the time 
when they were in demand supple- 
mented the other products. They of- 
fered also an inducement to dealers to 
place their orders during the earlier 
months, for delivery during the Fall, 
thus assuring work longer ahead for 
the factory. 

A men’s clothing manufacturer, faced 
with a similar problem, filled in his 
slack weeks of the off-season period by 
designing and making a line of mod- 
erate-style blue-surge suits which had 
a good sale all the year round. The 
farm-machinery industry, seasonal to a 
high degree, adopted various means of 
getting implement dealers to stock ma- 
chines earlier than formerly, thus 
avoiding the necessity of providing so 
large a storage capacity as would 
otherwise be required. Each industry 
is faced with its own particular kind 
of problem as to how to reduce its un- 
duly seasonal factor in _ production. 
There is no evidence that the shoe in- 
dustry is less intelligent in this respect 
than other lines of busienss, when once 
it has turned its attention to the mat- 
ter. It is clear that it should concen- 
trate on this seasonal problem, and 
make a definite and concerted drive to 
overcome its worst features, at this 
time when men’s thoughts are on the 
whys and wherefores of industrial de- 
fects and advantages. One of the ear- 
liest factcrs to be seriously considered 
is this unduly seasonal character of 
present-day shoe production. 

What the Dealer Should Do. The shoe 
dealer has also his part in reducing the 
seasonal character of the business. In 
the first place, his biggest and most 
continuing job is to educate his public 
to buy as it needs shoes, not exclu- 
sively according to Winter and Summer 
requirements, as at present. When once 
he has converted his customers, they 
can better purchase their footwear, 
without so close a relation to store hats 
or overcoats. He has introduced a 
steadying influence into his entire pro- 
gram of selling and of stocking shoes, 
and he can keep himself and his sales 
force more uniformly busy when this 
has been accomplished. 

This educational work needs to be 
carried on as a joint endeavor of shoe 
dealer and manufacturer, since it is no 
small or easy matter to change the long 
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established buying habits of the great 
American public.~ But the experience 
of other industries—shirts, or soft col- 
lars and a dozen other lines—shows 
what can be accomplished, when plenty 
of effort is put into the endeavor. 

The dealer may also turn his atten- 
tion to developing further his in-be- 
tween-season products—hosiery, shoe 
polishes, etc., which bring in customers 
at times when the seasonal business is 
at a low level. This is easier for the 
dealer than for the shoe manufacturer 
to undertake; few manufacturers have 
given any attention to the design and 
production of a standard product sal- 
able all the year round. 

And the dating may help. If a dealer 
can stock shoes before the usual time, 
he has at hand the facilities for supply- 
ing the other than seasonal demand as 
it develops; and one of the important 
matters to be worked out is an arrange- 
ment between manufacturer and dealer 
by which the former can make and ship 
more regularly a product which the lat- 
ter will be glad to have on hand a bit 
earlier in readiness for off-season de- 
mand. 

There is no reason to believe that the 
limit has been reached in reducing the 
swing from season to season, either in 
shoe manufacturing or in selling. But 
the problem must be given close anal- 
ysis and earnest attention in order to 
work it out in the right way. It will 
undoubtedly take time and effort to get 
under way an improvement which will 
mean much to the entire industry. The 
shoe business needs to be stabilized. 





Brass Eyelets Featured 


NEw YoRK—lt is interesting to note 
that several men’s shoe stores in the 
Fifth Avenue section are sprucing up 
their window shoes by using brass eye- 
lets in place of the invisible eyelet that 
come in the shoes. Enough customer 
interest in these brass eyelets is being 
shown, so that several lines of shoes 
are now ordered to come in this way. 
Three shoes in particular are favored 
by men buyers who like the brass eye- 
lets, the brown grains and both the black 
and beetroot cordovans. 





Acquire Cincinnati Factory 


Sachs and Vigorith, Inc., Cincinnoti, 
recently purchased factory equipment 
of the Vigorith Shoe Company, Cincin- 
nati. The latter concern went into the 
hands of a receiver last August. Sachs 
and Vigorith has disposed of its fac- 
tory at Georgetown, O., and is now 
making a line of women’s cement sole 
house slippers in the Cincinnati factory. 
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| Koh-i:noor Snap Buckles 
e : are utilized by 


a Seymour Troy Inc. 


e- 
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Waldes Koh-i-noor snap _ buckles 


rs are used extensively by makers of 

is fine shoes yet they are priced and 

he styled to meet the requirements of 

nd every manufacturer. They will be 

“4 predominantly popular this coming 
season. 


1- 
In the very latest Spring colors to 
+i match or contrast the new Spring 
% footwear, the Koh-i-noor Snap 
Buckle adds that final subtle touch 
that distinguishes the maker as he- 
ing unusually meticulous. 


WALDES KOH-I-NOOR INc. 


World’s Largest Manufacturer of Fastening Devices 


LONG ISLAND CITY, N. Y. 
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Here is the Simplest, Easiest 
Way to Learn All About 
SHOES and LEATHER 


Make your spare time profitable. Learn 
quickly and easily all about shoes and 
leather. Know how shoes are made— 
their cut—the leathers used. Build up 
your appreciation of shoes as merchan- 

















Giib conversation no 


longer sells merchandiee. dise—of shoes in relation to the cus- 
The successful salesman tomer. All this information is given 
today sells the goods. To you in 

rr Gum, Be os ba 

THE SHOE and LEATH. The Shoe and Leather Lexicon 


ER LEXICON will give 
you a full knowledge of This wonderful little book that just fits 


shoes. Get a copy and your pocket has 83 pages of just the 
ability Lg ply 8 information you need every day. It will 

en Ce see ee extend your knowledge and increase your 
pay. Just printed in the Sixth Revised 
Edition. The price is only fifty cents 
cash with order. (Money order, currency 
or stamps accepted.) 
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WHERE TO BUY 
Ballet Slippers 








Agency Proposition 


IHARD TOE DANCING goulrruns 
Pink, A 
Her Satin, 
Poe wh yaar J J rE a 
Send. 3 Catalog and 
BEN & SALLY THEATRICAL FOOTWEAR, Inc. 
244 West 42nd St., New York, N. Y. 














Brack Kip 


STOCK 
BALLET Le 
SAND: DAES 


Send fer catalogue and prices, 
| W. M. KILLORAN Bex 1, Lynnfield, 
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In Stock Black Kid 
Ballet —— and Left 





Ne: mp 20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 








BLACK KID BALLET 
SLIPPERS jets 


IN STOCK 


te eee $1.85 
Misses’ 1 DP ewise0seeseseae’ 1.30 
Ohildren's iuMinss.0eneseneneee 1.26 


Hard Toe $1.00 per pair Higher 
ep SHOE CO., Manufacturers 








N. 4th St., Philadelphia 
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WHERE TO BUY 


Bowling Shoes 





Professional 
odel 


rubber 





Left Foot— 
Buckskin sole and 
acd heel 


yp gues MFG. COMPAN 
ner Streets, Phi ladetpnia, Pa. 


H 


SKATING SHOES 
No. C5300F—All sizes in stock 


rite esse finite 




















Athletic Shoe Co. 
914 N. Marshfield Av. 
Chicago, itl, 








Closing Out Stock 


DuLUTH—Home Trade Shoe Store, 
Inc., 21 North First Avenue, West, is 
closing out its stock, including fixtures. 
This includes shoes for men, women and 
children. With every $10 purchase 
goes a vanity and lipstick case for 
women. 
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Novel Window Background 





This unusual trim used recently by Colton’s Shoe Stores in Brooklyn, N. Y., carries 


an autumn suggestion with a distinctly modernistic treatment. 


Created for the 


Colton stores by Daves Display Decorations, New York. 
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P. M. Van Deventer 


ROCHESTER, N. Y.—Death last week 
claimed P. M. Van Deventer, prominent 
Rochester shoe merchant and founder 
of the retail stores bearing his name 
here and in Pittsburgh, Buffalo and 
Toledo, Ohio. Mr. Van Deventer died 
in Farmer City, Ill., while visiting his 
parents. Funeral services were con- 
ducted in Rochester Oct. 28. 


After first engaging in the shoe busi- 
ness in Marion, Ind., Mr. Van Deventer 
came to Rochester in 1909 and opened 
a retail store. Within the next decade 
and a half the establishment had 
branches in three other cities. He was 
55 years old. He was a member and a 
former president of the Rochester 
Retail Shoe Dealers’ Association. He 
is survived by his wife, a son, a daugh- 
ter, his parents, two brothers and a 
sister. 


| Duane Armstrong 


Rye, N. Y.—Duane Armstrong, re- 
tired shoe manufacturer, died at his 
home here, Oct. 28, of arteriosclerosis, 
after an illness of three months. He 
would have been 80 years old on Christ- 
mas Day. A widow, Jane L. Arm- 
strong, survives. 

Mr. Armstrong was born in Living- 
ston County, N. Y. When a compara- 
tively young man he purchased a small 
shoe manufacturing business in Roch- 
ester. He made it one of the largest 
in Western New York. In 1913 he 
sold his business to the Geo. E. Keith 
Co., makers of Walk-Over shoes. The 
business is still operated under the 
name of D. Armstrong & Co., Inc., 
manufacturing women’s shoes. 


Funeral services were private. 





Burial took place in Geneseo, N. Y. 





Plans Campaign to Independents 


NEw York—Ac- 
cording to W. W. 
Kline, in charge of 
sales and promo- 
tion for the Edu- 
cator Shoe Com- 
pany of 225 West 
34th Street, New 
York, extensive 
plans are being 
made to promote 
the sale of Edu- 
cator shoes through 
independent mer- 
chants in 1932. Sales of Educator 
shoes for men are increasing, Mr. Kline 
says. The in-stock service to merchants 
will be stressed in the 1932 promotion 
plans. 





W. W. Kline 





U. S. Shoes Sell in Canada 


MONTREAL—In Montreal Simpson’s is 
selling on the second floor store Enna 
Jetticks at $7.50 and $8.50 a pair in 
widths from AAAA to D. In its lower 
price it is selling a Dr. McNab’s arch | 
support shoe at $2.99 per pair in widths 
from B to E. The line made in the 
United States sells on sight and a mini- 
mum advertising space is allotted for 
publicity. More money and more effort 
is needed to sell the Canadian-made 
shoes at $2.99. Among the explana- 
tions for this selling condition is the 
fact that Canadians walk much more 
than do the people of the United States 
and insist upon comfort and fittings. 





Stole Rubber from Freight Car 


INDIANAPOLIS—Most of a consign- 
ment of boots and shoes from the 
United States Rubber Co. in Chicago 
to a store at Alamo, Ind., was stolen by 
burglars while the car was being 
switched in the yards at Crawfords- 
ille, Ind. Several cases of merchandise 
were taken. 
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YOU ARE CORDIALLY 
INVITED TO SEE THIS 
MODERN FAST-SELLING LINE 


AT HOTEL COMMODORE, N. Y. 
ROOM-1107 
NOVEMBER 16-20 


NATIONAL SEASONAL OPENING AND 
SHOE DISPLAY WEEK 
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WHERE TO BUY 


Dancing Sandals 
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SELL SANDALS for Profit! 


Innumerable sales opportunities; ideal for colleges, 
gymnasiums, acrobatic work, fencing and general danc- 
ing. Splendid values! Send for Capezio Catalog. Ask 
about exclusive franchise. 

AESTHETE SANDAL 
At new low price! Finest leathers with Elkskin _. 
Fawn and Grey Suede to retail profitably at $1.35; 
Black Kid to retail at $1.50. 





Main Office and Factory 
elle frais “Wetk-en- CHICAGO STOCK DEPT 


branded sandal in tan 159 No. State Street 
suede, at very low price, LOS ANGELES STOCK 
to retail with generous DEPT. 

profit at $1.00. 1533 Rosalia Road 


i eemeneeniieemmensidiemniiiion 


SPECIAL 
VALUE: Avail. 











DANCING SANDALS 

(ALSO USED IN GYM 

CLASSES) 

Me. 188.—Made in pearl, tan 
bl sue 









BROOKS SHOE MFG. CO. 
Ritner end Swanson Sts., Philadelphia Pa 








GRECIAN * 


* KENDALL’S DANCING 


For Aesthetic 
nmeing 


IN STOCK 
BLACK WHITE 
GREY FAUN 
BLUE GREEN 
RED 


Soeeeenenaal a 


















Price $.75 


WHOLE 
SIZES 
ONLY 


Sizes 6 childs’ 
to 10 women’s 


Send i Oiroular 
DEPT. C. 











x KENDALL SHOE COMPANY, * 


HAVERHILL, MASS. 
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WHERE TO BUY 
Spats 


6 A EA er ee 


WA VANS NYA AYA AYN 


BOND STREET 


Best kn 


England and made in a 
full range of sizes and 
correct colors. Backed by 
powerful radio advertising 
over a Columbia Broad- 
casting System network— 
Supported by strong mer- 

chandising helps, attrac- 
Immediate delivery from s 





tive packages, etc. 
Write for samples. 

THE WILLIAMS ore, pepen 
Portsmouth, Ohio, A. 


ON IN Fe 

















Reptile Leather Tanners Merge 





Charles L. Bayer 


NEw York—Announcement was is- 
sued late last week of the merger of 
two outstanding tanners of genuine rep- 
tile leathers, Bayer Brothers Leather 
Co. and the Robertson Leather Co., Inc. 
Both companies specialized exclusively 
in tanning and directly distributing rep- 
tile leathers, and both attained eminent 
success in their individual operations. 

The new organization will be known 
as the Bayer-Robertson Leather Corp. 
Charles L. Bayer is the chairman of 
the board of directors, and Louis J. 
Robertson is president. The headquar- 
ters will be established in the Robert- 
son Leather Co. building at 41 Spruce 
Street, which also fronts on Gold Street, 
in the New York leather district known 
as “the Swamp.” 

Each of the participating companies 
has a history beginning back in the iden- 
tical year immediately following the 
close of the Civil War. Charles L. Bayer, 
as a boy, started working for a Swamp 
hide broker in 1883. With his brother, 
Adolph, he opened a New York store in 
1890 and began to supply tanners with 
alligator skins. Up to 1916 the firm, 
known as Baer Brothers, handled raw 
stock. In 1916 a tannery was acquired. 

Bayer Bros. Leather Co., Inc., was 
organized in 1923, with a capital of $300,- 
000. Adolph Bayer died in 1914, and a 
younger brother, Frederick, who started 
in 1895 to learn the business, became 
a principal. The salesrooms were lo- 
cated at 285-289 Water Street, New 
York, and the rapid growth of the busi- 
ness necessitated several moves into 


Louis J. Robertson 





Frederick Bayer 


larger tanneries. The present tannery 
at 91-101 Colden Street, Newark, N. J., 
was purchased in 1926, and has been 
enlarged and modernized completely, to- 
day comprising seventeen buildings. 

The Robertson Leather Co., Inc., was. 
the outgrowth of L. F. Robertson & Sons, 
organized in 1868 to deal in hides and 
skins. The original store was on prac- 
tically the present site of the Robertson 
building on Spruce Street. Julius Rob- 
ertson succeeded his father, L. F., as 
head of the business, and under his di- 
rectién the enterprise grew to include 
a finished leather department. In 1896 
the firm ceased its operations in broker- 
age of raw skins and devoted full time 
and effort in marketing leathers. Two 
years later Louis J. Robertson entered 
the business. It was not until 1908 that 
the concern undertook its own tanning 
operations, in addition to importing, ex- 
porting and jobbing a full line of leath- 
ers. With the death of his father in 
1914, Louis Robertson assumed complete 
direction. 

Bayer-Robertson Leather Corp. will 
function as of January 1, 1932. The 
present Bayer offices in 2 Park Avenue 
will be moved, and the personnel wil! 
be quartered in the Robertson building, 
where alterations are now under way. 
Charles L. Bayer and Louis J. Robert- 
son will sail for a brief business trip 
to England on November 7, and follow- 
ing their return the organization will 
have ready several recently developed 
new reptilian leathers besides the staple 
line. 








Seymour Troy Given Banquet 


NEw YorK—The night before his de- 
parture for a combined business and 
pleasure trip to Europe, Seymour Troy, 
noted Brooklyn manufacturer of wom- 
en’s shoes, was feted by a group of 
friends at the Hotel McAipin, New York. 
Those present included many well- 
known buyers of Fifth Avenue stores, 
friends of Mr. and Mrs. Troy and the 
factory executives of the Seymour Troy 
organization. 

Following the banquet, professional 
entertainment was provided and merri- 
ment lasted until early morning, when 
best wishes for a happy voyage and re- 
turn were expressed to the guests of 
honor. 

Mr. and Mrs. Troy sailed on the “Bre- 
men” on October 26 and expect to be 
abroad for five or six weeks. Their 
itinerary will include visits to France, 
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Germany; Austria, Poland, Czecho-Slo- 
vakia, Italy and England. They will 
probably embark from Britain for home 
shores the first week in December, ac- 
cording to expectations. 


Seeks Lower Sample Room Rates 


L. L. Imig, chairman of the Hotel 
Committee of the National Shoe 
Travelers’ Association, has gathered 
plenty of ammunition to help him in 
his campaign against hotels which 
have not reduced their rates. This 
ammunition consists of documentary 
evidence showing the downward trend 
in all commodities and in’ practically 
every line of merchandise. His con- 
tention, in presenting his case before 
the Hotel Men’s Association of Amer- 
ica is that the prices of meals and 
rooms should be reduced—particulariy 





the rates covering sample rooms. 
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ACIIVE Smarlly Shod Feet 
must be at t.ASE 


The BOX TOE has a direct bearing upon 
the correct interpretation of styleful shoe 
designs. Celastic—The Quality Box Toe, 
not only faithfully reproduces the style 
and contour of the toe of the last but 
also provides that flexibility so necessary 
to the comfort of the wearer. Celastic 
puts the style and individuality of your 
footwear before the eyes of the pros- 
pective customer in a manner that wins. 
_ instant admiration. There is a Celastic 
box toe of just the proper weight to suit 
every type and grade of shoe. 




















THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 
GAC BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Shoe Forms 


| Zairy Jorms| 


FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIR YLITE 
Shoe Form Co. Ine., Auburn,N.Y. 














Attack Return Problem 


CuHicaco—In a year of deflated ideas 
of all other luxuries, why not a de- 
crease in the wasteful abuse of the 
return goods privilege? Realizing that 
this is the psychological time to start 
educating the public in the proper use 
of the exchange service, several of the 
State Street department stores early 
this Spring adopted a five-day return 
goods limit in their shoe and other 
wearing apparel departments and are 
already beginning to derive its bene- 
fits. 

“There is a marked decrease notice- 
able now in the percentage of returned 
goods,” says the shoe buyer at Mandel 
Brothers, one of the first stores to in- 
augurate this system. “Although the 
first few months showed no perceptible 
change, the past month has shown a 
seven per cent decrease in the propor- 
tion of exchanges in the higher priced 
shoe section, 6.8 per cent less in the 
moderate priced shoes and four and a 
half per cent in the men’s and chil- 
dren’s shoe departments. 

Suede shoes coming back after the 
height of the suede season, shoes being 
returned for exchange at the regular 
price after others of that style have 
been closed out at lower prices, and 
merchandise kept out long enough to 
appear shop worn are among the evils 
which are being eradicated by the new 
restrictions, accordnig to the buyer. 

Shoes, if not worn or sold at reduced 
prices, may be returned when accom- 
panied by its sales check within five 
business days of its purchase, this rul- 
ing stipulates. Customers are in- 
formed of this ruling by large posters 
at each counter and small cards to that 
effect wrapped with each pair of shoes. 

“Customers have fallen right in line 
with the spirit of 1931 in the matter of 
curbing useless luxuries,” says an ex- 
ecutive of Mandel Brothers, “and the 
number of complaints we get has been 
surprisingly low. Where there is a 
marked antagonism, the adjustment bu- 
reau sees the customer and in a few 
eases has allowed the exchange with 
the warning that she must adhere to 
the ruling hereafter, but for the most 
part the people are more careful in 
their buying, and when exchanges must 
be made, do it immediately.” 








> THE PURPOSE OF BUSINESS IS PROFIT 4 











N THE SELLING END « 


News of the Travelers and Sales Activities 





To Vote on Convention Dates 


The Wisconsin Shoe Travelers’ As- 
sociation, which is to play the host to 
delegates to the twenty-first annual 
convention of the National Shoe 
Travelers’ Association, is canvassing 
the membership of the latter body to 
determine their wishes as to the con- 
vention dates. January 2 and 3, if de- 
cided on, are the two days immediately 
preceding the opening of the National 
Shoe Retailers’ Association convention, 
scheduled to be held in Chicago, Jan. 
4, 5 and 6. 

The alternative dates, to be voted 
on informally by the membership, are 
January 7 and. 8, immediately follow- 
ing the close-of the retailers’ meeting. 
Either of these two dates will give the 
travelers the benefit of the reduced 
railroad rates in effect at that time. 
Fred E. Smith, president of the Wis- 
consin Shoe Travelers’ Association, and 
general chairman of the convention 
committee, announces that headquar- 
ters will be established at the Hotel 
Plankington which hotel is also the 
headquarters of the regional body. 





Curtis Garrett with Natural Bridge 


N. C. Evans, managing director of 
the Natural Bridge Shoemakers, Lynch- 
burg, Va., has announced the appoint- 
ment of Curtis Garrett as assistant 
sales manager’ for the Central and 
Southwest sections of the country. 
Mr. Garrett, who represented W. B. 
Coon Co. for many years, and more 
recently traveled for Rice-O’Neil, will 
supervise the activities of the local 
territorial salesmen and devote a large 
part of his time to the establishment 
and development of Natural Bridge 
agencies in the larger cities west of 
the Mississippi. He is well known to 
the shoe trade of the West and his 
many years of experience fits him for 
the new position which has been cre- 
ated for him. 

Mr. Evans and John G. Craddock 
will continue their field activities in the 
East and South. : 

Natural Bridge Shoemakers will hold 
divisional sales meetings in Cincinnati 
and New York during the week of 
November 8th. 





Kalisky Guest of Nebraska Travelers 


President Joseph Kalisky of the 
National Shoe Travelers’ Association 
was the guest of honor at a recent 
luncheon meeting of the Nebraska 
Shoe Travelers’ Association, held in 
Omaha. Later he was entertained by 
the members of the Northwestern 
association at a meeting in Minneap- 
olis. 








Rochester Travelers Nominate 


RocHeEsTer, N. Y.—With A. J. Mc- 
Leod, president for eight consecutive 
terms, omitted from nominations at his 
own request, members of the Rochester 
Association of Traveling Shoe Men last 
week received two tickets from their 
nominating committee for election the 
third Saturday in Décember. 

Clark B. Rowley, veteran secretary 
and treasurer, was indorsed for re-elec- 
tion on both tickets. James P. Beatty, 
recently retired after serving for more 
than 40 years with the C. P. Ford Co., 
was nominated for president, and G. A. 
Schaub, former president of the na- 
tional association, for vice-president on 
one ticket. Fred S. Brill and A. C. 
Edson were nominated to oppose them 
tor president and vice-president, re- 
spectively. 

The annual dinner will take place at 
the time of the election. 


Hold Sales Conference 


The Vitality Shoe Co., St. Louis, held 
its semi-annual’ sales conference last 
week at headquarters. The many new 
features and later developments affect- 
ing the various types of footwear mak- 
ing up the Spring line were brought 
out in a meeting conducted by the mer- 
chandise and sales departments. 

Detailed plans covering an aggres- 
sive advertising and sales promotion 
campaign were also laid before the 
boys from the road. The end of the 
week found them hurrying back to 
their respective territories with re- 
newed vigor. 


To Appeal Pullman Surcharge 


While the Interstate Commerce Com- 
mission has rejected the petition par- 
ticipated in by the National Shoe 
Travelers’ Association for the abolition 
of the Pullman surcharge, the fight is 
by no means ended. An appeal is to 
be taken to the Supreme Court on the 
grounds that the surcharge was a war- 
time measure, that it is, in effect, a 
double charge, and that it is an injus- 
tice to the traveling fraternity in every 
line. 


Norman MacDonald with Menihan 


Norman MacDonald is now covering 
the entire Southern territory with the 
line of The Menihan Company of 
Rochester, N. Y. He formerly traveled 
for Abbott-Armstrong-Abbott, Inc., of 
Auburn, Me., and at one time repre- 
sented Utz & Dunn Co. of Rochester. 
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Remodeled Esart Store Attractive 


To remodel what has been merely a 
shoe store into something a bit more 
club-like inside—to so change the front 
of the store as to make it more at- 
tractive and permit easier access from 
the street to the selling floor—these 
were the two problems faced this Fall 
by J. L. Esart, of Boston, whose store 
at 46 Boylston Street has been well 
known for many years as a center of 
the young men’s trade. 

The store front problem was com- 
plicated by the fact that the floor of 
the store was about 18 inches above 
the street level and a short flight of 
two steps was necessary to take one 
from the pavement into the interior. 

The windows, two in number, with 
a center entrance, were shallow, with 
too much height for their depth. They 
had, in fact, almost the appearance of 
columns. 


Mr. Esart’s solution of this two- 
part problem was to gain window depth 
by shortening the depth of the store 
itself by about 12 inches and to im- 
prove his entrance by substituting an 
inclined plane approach for the two 
steps which formerly had been there. 
This approach was made of poured 
uae surfaced with ornamental floor 
tile. 

The windows were framed in a cop- 
per alloy which not only will not rust 
but which will not even tarnish. Con- 
sequently, it never has to be cleaned 
or polished. 


Parquet floors were laid in the win- 
dows and gumwood used for walls and 
backs. Still the windows looked some- 
what high for their width and depth, 
so wide valences were installed to har- 
monize with the woodwork—and that 
portion of the job was done. 

Inside the store, gumwood also was 
used. A new linoleum floor was laid. 
and the rear part of the store was 
widened by removing a partition which 
had separated the original store from a 
small stockroom and office. In this 
wider section, in the rear of the store, 
have been grouped four chairs, a table 
with reading lamp. and a smoking 
stand with half a dozen brands of 
cigarets. This is an informal note in 
what otherwise is the conventional shoe 
store arrangement of chairs, ‘back ‘o 
back, down the middle of the selling 
floor. 

The rear is the part of the store in 
which the multiple .pair sales will be 
made to young men who come in in 
groups and wish to loaf while one of 
the group makes his footwear selec- 
tions. 

Finishing touches have been added to 
the store by the installation of drop- 
light fixtures, semi-modernistic in de- 
sign; and inside displays on specially 
designed, well lighted shelving, almost 
ceiling high, in the front of the store. 
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PROFIT PRINCIPLE No. 7 


Copyrighted and reprinted by permission of National Shoe Retailers Association. 








The “dream picture” 
(shown October 24) was 
$10,000 or 11.7 per cent of 
net profit, a reasonable 
figure and a_ reasonable 
percentage on a volume of 
that size. The “actual 
result” as sold was $4,000 
or five per cent. The an- Sell 
alysis is simple. Perhaps 
he did sell 90 per cent of 
his buying for the ex- F 
pected price. The other 10 Xp 
per cent had to be sold at Net 
less. And $1,000 of un- - 
reckoned’ expense _ still 
further reduced the net 
profit. 
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First Recommendation for Recovery 
[CONTINUED FROM PAGE 37] 


worker who curtails expenditures to 
barest necessities for fear that his cur- 
rent employment may be temporary, 
contributes definitely to the loss of his 
job. 

Normal buying as herein used, does 
not mean extravagant buying, but only 
the use of available resources for pur- 
chase of normally needed goods in the 
replacement of which labor must be 
employed. 

No suggestion for resumption of nor- 
mal buying will be effective nor re- 
ceive general public support unless ac- 
companied by action tending to instill 
confidence that employment will be nor- 
mally available. 

This is not to be construed as advo- 
cating guaranteed employment but 
rather the exercise of a strong faith 
that there are influences at work giving 
promise to aid in the upturn. 


Need of Replacing Supplies 


Supplies owned by the people of this 
country when the depression began have 
been gradually used up and must be 
replaced—stocks of merchandise in fac- 
tory and store are really depleted—a 
definite beginning in the improvement 
of credit facilities has been made and 
greatly reduced commodity prices may 
be reasoned to give implication of a 
bottom having been reached. 

These are hopeful domestic signs that 
can be fanned into quick and lasting ac- 
tion. 

We all like a sporting chance, and 
united action in continuing employment 
to the utmost, spreading employment to 
the utmost, making needed or practical 
improvements and replacement to the 
utmost and all beginning again our nor- 
mal purchase of the necessities and com- 
forts of life offers a reasonable cer- 
tainty of a real and continuing recovery 
robbed of artificial stimulus and laying 
a new foundation upon which to build 
the future certain prosperity of this 
country. 
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It must be remembered that the mar- 
gin between business volume depressed 
and business volume normal is a com- 
paratively small percentage of the 
whole, just as the margin between in- 
dependence and poverty is not a large 
sum, but only a moderate sum beyond 
actual needs. 

An appeal to the public to resume 
normal buying can be based upon the 
ground that it serves self-interest, pa- 
triotism and humanitarianism at once. 

It is the sober judgment of this com- 
mittee that as a fundamental to all of 
the aids which may be hereafter sug- 
gested, the unifying of public interest 
and sentiment in this action is abso- 
lutely imperative. 


Attractive Shop for Children 


MIAMI, FLA.—What is claimed to be 
the most attractive children’s bootery 
in the state has been opened at 133 
Seybold Arcade, by Palmer & Souther- 
land. The shop is treated in a mod- 
ernistic manner, in soft pastel shades. 
A bright red carpet covers the front 
part of the shop, and attractive little 
wicker chairs of the same color are 
placed here and there for the conveni- 
ence of the small patrons. One has a 
music box concealed in the seat which 
plays when sat upon. The fitting chairs 
are arranged on an elevated platform 
over which is the canopy, where the 
color scheme of the room is continued. 

But the spot which most appeals to 
the children is the rear end of the long 
shop. This is separated from the front 
part by a picket fence. On the floor 
is a green-grass rug which so closely 
resembles a grassy lawn. Here are 
a variety of toys provided for the 
amusement of the boys and girls. After 
once visiting this fascinating playroom 
it will be hard for mother to persuade 
little Johnny or Jane to go anywhere 
else to be fitted for shoes. On the open- 
ing day of the Bootery a party was held 
in the playroom for all visiting chil- 
dren. Refreshments were served and 
souvenirs provided for all guests. 








CLAWIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 
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SALESMEN WANTED 





IDE LINE INFANTS’ PREWELTS 
AVAILABLE for men with established trade. 
Stock proposition. Liberal commission. Old 
established house. Address C-592, care Boot & 
oe — 239 West 39th Street, New 
ork, 





ALESMEN—Sideline. Strictly Commission 

basis. For all territories. To handle line of 
cheap women’s and children’s footwear. Ad- 
dress C-669, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


POSITION WANTED 


BUSINESS OPPORTUNITY . 





ALESMAN-—Not now employed. Expert 
fitter. Graduate Dr. Scholls and Wizard 
schools. Corrective fitter for children and 


Have been man- 
Can trim win- 
Write 
Pitts- 


adults. 17 years’ experience. 
ager and assistant to buyer. 
dows, etc. Married man. Five children. 

GEORGE W. SHINER, 1789 Tiers St., 
burgh, No. 6, Pa. 


"BUSINESS OPPORTUNITY _ 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








OUTHERN SALESMAN WANTED — We 
can use a good salesman in the South and 
Southwestern territory to carry our line of 
women’s turned shoes to retail from $4.00 to 
$5.00; especially good values. Write us giving 


full details. Address C-663, care Boot & Shoe 
ee 239 West 39th Street, New York, 





ALESMAN for New Jersey and vicinity to 

sell a popular line of growing girls’, misses’ 
and children’s shoes. Carried in stock in New 
York City, AAA to D. Only those thoroughly 
familiar with the trade need apply. Automobile 
is essential. Call November 13, 10 to 3 P. 
and Saturday, November 14, i0 to 12 A. M. 
METROPOLITAN SHOE SALES CO., 144 
Duane St., N. Y. 





ALESMAN wanted to carry side line In- 

fants’ Prewelts. Reply with references. Ad- 
dress C-679, care Boot & Shoe apnereer, 239 
West 39th Street, New York, N. 


WANTED 


Hand bag concessions wanted in chain or 
individual booteries or shoe shops. Prof- 
itable arrangements. Address C-681, care 
Boot & Shoe Recorder, 239 West 39th 
St., New York, N. Y. 











HAY. E new idea shoe industry wants now. 
Will split profits with man who wii!l finance 
Address C-676, care 


up to $2,000 to start. 
239 West 39th Street, 


Boot & Shoe. Recorder, 
, 





New York, 
OMEN’S SHOE DEPARTMENTS 
WANTE Db in department stores or re- 


liable women’s wear stores situated in middle- 
west, featuring popular and low priced, mer- 
chandise. By leased department operator. 
Address C-678, care Boot & Shoe Recorder, 209 
South State St., Chicago, Illinois. 








ALESMAN, side line commission basis, call- 
ing on general merchandise and shoe stores. 
House slippers and stitchdown shoes carried in 
stock. Give full particulars and references in 
first letter. Address C-680, care Boot & Shoe 
Reouefer, 239 West 39th Street, New York, 





EXECUTIVE WANTED 


EXEcu TIVES—If you are capable of earn- 
ing $5,000 or more, write us at once. Our 
personal and confidential service quickly _lo- 
cates suitable openings. If you can qualify 
for responsible position, write today for complete 
details. MURRAY E, HILL, 314 Commerce 
Building, Nashville, Tennessee. 








The rate for 
Minimum charge 75 cents. 
$1.25. 





“Position and Lines Wanted” 


FOR RENT 





B" ST location in Washington on F St., N. W., 
for Ladies’ Smart Shoes, new mox jern front, 
2 large windows, store 13 x 45 with finished 








lasement. Rent $650 month. Long lease. 
Write owner, 1225 G St., N. W., Wash., D. C. 
FOR SALE 





FOR SALE-—Shoe Store—in Penna. industrial 
city—doing nice business. Low rental, heat 
supplied. Sacrifice to responsible party. Will 
stand inspection. 100% location. lease as de- 
sired. Address C-677, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


CLASSIFIED ADVERTISING 


advertisements is 4 cents per word for all undisplayed advertisements. | 

For all other classified advertisements the rate is 7 cents per word. Minimum charge 
When a box number is desired twelve words should be added for the address. | 

word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. | 


Classified advertising is payable in advance, 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication. ®® 


going-out-of-business sale. 


MERCHANTS’ NEEDS 














New Improved 


uy Cue 


for Price Tickets 


TILTS AT ANY ANGLE 
85.00 A prot $2.75 | how gross 
M. D. POLLING Nokn C COMPANY 
216 Holland Bide.. St. Louis, Mo. 











NEW 


Day and Night 
LETTERED 
VALANCES 
Free Samples 
and Designs 
CAMDEN 
ARTCRAFT CO. 
160 N. Wells 
CHICAGO 











Woodruff-Gardner Quitting 


MOBILE, ALA. — Woodruff-Gardner 
Co., engaged in the shoe business at 
263 Dauphin Street, has launched a 
In speaking 
of the sale, James Gardner, head of 
the firm, said: “It is with regret that 
we must discontiflue in Mobile as we 
have enjoyed a fine business and have 
established quite a large clientele.” 


RATES | 


In all other cases each 
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WANTED TO PURCHASE 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 











We will pay the best price for 
your surplus or entire stocks of shoes, 

general merchandise or department 
stores. Leases assumed. 


Pbone - Write 
All matters strictly confidential. 
I. SIMON CO. 


101 Reade St, New York City 
Phone Worth 2-5 Het. 188 








4 


q 


HIGHEST CASH PRICES 3 
PAID 


for shoe stocks, slow sellers, ete. Short time 
lossés taken ae {Transactions confidential. 


MAX GLAUBERG ; 
327 Church St., New York City $ 
Phone: Canal 6-2632 § 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 














MERCHANTS’ NEEDS 











Everything for Your 
Windows—Futuristic 
Displays and 
Backgrounds 


Artificial Flowers, Vases, Window 
Fixtures, Paintings, Settings, 
Scenes, Velour Papers, Paper 
Borders, Ribbon Borders, Deco- 
rative Papers, Puffing, Foils, Flit- 
ters, Valances, Draping Material, 
Grass Mats. Send for Fancy 
Paper Booklet. Price Tickets. 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 








FIT RITE OVERGAITER CO. 

$26 S. 3rd St., Philadelphia, Pa. 

MANUFACTURERS OF SPATS 
PRESENT 


FIT RITE SPATS 





VAMP: GUARD 














Tacuan, INSTED! 


$10.00 per Gross Pairs 
Vamp-Guard offers good profit oppor- 
tunity. Helps close sales, and dis- 
poses of complaints quickly and satis- 
factorily. 
VAMP-GUARD CO. 
110 W. 34th St., New York City 

















HOTELS 








The Home Hotel 
of New York 


Homelike in service, 












Sell Comfort 
as Well as Style 


VAMP EASER 


Eliminates Binding at Instep 


on pumps and strap slippers; also eases 
vamp seam on men's oxfords and women’s 
ties. 

Removes pressure from corns and bunions 
without stretching shoe elsewhere. No strain 
on stitching. 

This remarkable machine is sent on ten day 
trial to responsible merchants. 


PRICE NOW ONLY $9.50 F.0.B. Chicago. 
5341 Ferdinand St. 

Vamp Easer Co. Chicago, Ill. 

Salesmen—Write for particulars. 














HOTELS 








appointments and lo- 
cation... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 








Room and Bath from 
$3 single $4 double 


500 Rooms 


Home folks will 
like this hotel 


HOTEL 


BRETTON HALL 
BROADWAY at 86th ST. 
=== NEW YORK 































96.50 to $18.00 Dez. 


Felt—Kersey Cloth 
English Bor Cloth 
a and Dark 


a and Dark 


New he § gaa 
Black— 


Samples on request 
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Monulacturers DG 






you cannot efiord - 
to do without. 
Waite us for detail 


ed information 







Mandel Engzaving. Co. 
sows Act Studios= ways 














Hotel 
WINTHROP 


HARRY BURNETT, MgnDin 
47% STREET 
LEXINGTON AVE. 

NeW YORK 


The location of the Winthrop com- 
bines residential luxury and transit 
convenience . . . All rooms are out- 
side and large, light and airy . 
Ample closet space, serving pantry, 
sink, and electric refrigerator with 
each suite . . . Main and private 
dining rooms. 


Single rooms with bath from $4 
single, $5 double. 


$8 a day for this \ IW 


two room suite. \ \ 
i ee \ 
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HOTELS 





THE 


VANDERBILT 
HOTEL 


Park Avenue ai 
T hirty-fourth Street 
New York 


he VANDERBILT a 
than 
first. close hetdl tn New York 
Room end bath---5422 





os Watton H MarsHars 
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A Rising Security 

In the midst of falling values and 
economic disturbances stands unshaken 
one institution whose value to the pub- 
lic has been increasing steadily for the 
past fifty years—and is still growing. 
The American Red Cross. It is a rising 
security. It has won the confidence of 
the entire country, of the whole world. 
It deserves the support of every citizen 
of these United States. It is indorsed 
by men of every religious faith, of 
every political party, of all branches 
of industry. 

William Green, president of the 
American Federation of Labor, says: 
“The American Red Cross has come to 
be regarded as a part of the Nation’s 
institutional life. All classes of people 
rely upon it to respond to calls for help 
and assistance. The service it renders 
will be in proportion to the assistance 
and help given it. The call will be 
made for membership. Both in my 
personal and my official capacity I 
appeal to the masses of the people, to 
all citizens, to respond in a most gen- 
erous way.” 


Leather Feather 


BostoN—Some pumps, of the Eu- 
genie style, noted in Boston, are 
trimmed with a feather of leather ris- 
ing from the center of the throat and 
falling to the side of the shoe. This 
trim is cut in the form of a feather, 
and it is made of either plain or fancy 
leather. If the leather be plain, then 
it is trimmed with a feather stitch. 





FOR SUMMER COOLNESS 




















A distinctive idea for a man’s sport type 

oxford with vamp and quarter of Suva 

cloth and brown calf skin tip, fox and 
trim. 








New Napier Salon in Kansas City 


Kansas’ City, Mo.—The name 
“Napier,” which for the past sixteen 
years has been synonymous in the Mid- 
dle West for fine feminine footwear, 
appears over the portal of another 
beautiful shoe salon, this time along the 
famous “Shoe Row” of Kansas City, 
Mo. The Napier Footwear Salon in 
Minneapolis, renowned all over the 
country for its charming period scheme 
of decoration and handsome bronze en- 
trance, now has a rival of its own in 
the smart, ultra modern shop of this 
sister city. 

This latest Napier acquisition was 
opened on Sept. 26. Its frontage imme- 
diately invites interest from the most 
casual observer with its wide vestibuled 
entrance, on either side of which are 
windows constructed for a commodious 
display of the latest modes in footwear. 

Against a background of English 
harewood in a soft tone of gray, the 
trimmest of footwear, hosiery and hand- 
bags take on a special importance to 
those seeking these accessories in wom- 
en’s apparel. The Napier signature in 
bold modernistic gold script commands 
attention, encrusted in the black marble 
over the entrance. 

The main storeroom, which is modern- 
istic in its scheme of decoration, com- 
bines shades of soft jade with amethyst 
in a manner pleasing to the eye. There 
is an effect of cheerfulness about the 
entire room which at once makes cus- 
tomers feel at home in the new sur- 
roundings. The velvet carpet covering 
the entire floor is of a dull gray green, 
which subdues the brighter colors of 
the room and lends a restful tone to 
the place. 

As a special Fall feature in October, 
the Napiers staged a unique window ex- 
hibition of the season’s newest fabrics 
in relation to the new shoes. It is the 
opinion of the Napier organization that 
more shoes can be sold by showing, in 
actuality, the materials of the costumes 
with which certain shoes can be worn. 
Lloyd’s Silk and Fabric Shop at 1ith 
and Walnut Streets, cooperated with 
Napier’s in this exhibition, by featur- 
ing their newest and smartest patterns 
in silks and fabrics for street, informal 
and formal costumes. Each sign in the 
windows allied the materials with the 
shoes, so that the window shopping pub- 
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MERCHANTS’ NEEDS 


RECORDER 
Window Display 
CARDS 
for NOVEMBER 











ar card suvien very vebesblo an@ ten 
your service very juable in- 
dispensable.” 














Colorful, Artistic 
- °° 14 Different Texts 
to Select from 
Cards 7 x 12—3 colors 
Price Tickets Included 
Special Introductory Service 
3 cards, with blank tickets 
without card holders....$1.50 


per month 
6 Card Service............ $3.00 
8 Card Service............ 4.00 
12 Card Service............ 5.00 


Card Holders Supplied 
Samples sent on request. 


Merchants Service Dept. 
BOOT & SHOE RECORDER 
1334 Republic Bldg. 
Chicago, Ill. 

















lic would have an understanding of this 
companionable idea. 

The Napier Footwear Salons, Minne- 
apolis and Kansas City, are owned and 
operated by S. W. Napier, now resid- 
ing in Kansas City, and B. H. Napier of 
Minneapolis. R. R. Deans, formerly 
with R. H. Fyfe of Detroit, is the man- 
ager of the new Napier store in Kansas 
City. G. H. Sauer, also associated with 
the Fyfe store, is the assistant man- 
ager. The unusual window display as 
mentioned above was done under the 
direction of Mr. Sauer. 


New Children’s Department 


LOUISVILLE—The Walk-Over Shoe 
Store, 521 South Fourth Street, has 
opened a new children’s department. It 
features Buster Brown Shoes for boys, 
girls and little children, and there were 
free souvenirs for all the children on 
the opening day. 
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BUSINESS CHANGES 


FLORIDA — Miami— The Palmer-Sutherland 
Shoe Co., Inc., boots and shoes; inc. authorized 
capital $5,000. 

ILLINOIS—Bloomington—Sample Shoe Mart, 
Inc. (116 N. Main St.); boots and shoes; re- 
cently incorporated. 

INDIANA — South Bend — Shoe Mart, Inc.; 
boots and shoes; recently incorporated. 

MASSACHUSETTS—Boston—Sadie Grosman ; 

and shoes; filed married woman’s certifi- 


cate. ; 

Harry’s Cut Price Shoe Store; boots and 
shoes; business certificate filed by Esther Bu- 
rofsky. 

Harry’s Seaman’s Outfitter; boots, shoes, etc. ; 
Susiness certificate filed by Rose Litcher. 

Marvin’s Shoe Stores; boots and shoes; busi- 
ness certificate filed by Lilian R. Bluestein. 

William F. Mayo Co.; wholesale rubbers; 
filed issue of $399,000 common stock. 

Stanford Shoe Co.; mail order boots and shoes 
business certificate filed by Clarence E. Harold, 
S. Edwin, D. Knapp. 

Everett—Otis Brothers Co.; shoe manufac- 
turers; inc. authorized capital $50,000. 

Peabody—English Leather Co.; tanners; inc. 
authorized capital $5,000. 

NEW JERSEY—Jersey City—Richard Shoe 
Stores, Inc.; boots and shoes; inc. authorized 
capital $25,000. 

Newark—Rosenblum, Inc.; boots, shoes, ete. ; 
recently incorpora’ 

YORK — Auburn — Enna-Jettick Corpo- 
ration; shoe manufacturers; inc. authorized 
capital $200,000. 


East Rochester—Cardella Shoe Shops, Inc.; 
boots, shoes, etc.; recenty incorporated. 
Geneva—Sam Shulman; boots, shoes, etc.; 


succeeded by A. M. Alderman. 

New York City—Amo Manufacturing Co., Inc. ; 
boots and shoes; recently incorpora 

Carol Shoe Mfg. Co., Inc. (740 Broadway) : 

rs. women’s shoes; reported liquidating. 

Charlotte Cut Price Shoe Co., Inc.; boots and 
shoes; inc. authorized capital $5,000 

Charming Slipper Co., Inc.; boots and shoes; 
inc. authorized capital $20,000. 

H. Farkas, Inc.; boots and shoes; inc. author- 
ized capital $20,000. 

The William Morris Shoe Corp. ; 
shoes; inc. authorized capital $20,000. 

New York City (Bronx)—Paradise Theater 
Shoe Shop, Inc.; boots and shoes; inc. author- 
ized capital $5, 000. 

Rockaway Beach—Aaron Cohn & Co. (Aaron 
Cohn, Prop.) (68-15 Boulevard, Arverne) ; boots 
and shoes; removed to 176-09 Jamaica Ave., Ja- 
maica, N. Y. 

NORTH CAROLINA—High Point—J. L. Cher- 
nault; boots and shoes; succeeded by Quality 
Shoe Store, Inc. 

PENNSYLVANIA—Philadelphia—Quaker City 
Shoe Co.; boots and shoes; inc. authorized capi- 
tal $500. 

Towanda—Chris Gregory ; 
reported selling or sold out. 

WISCONSIN—Rhinelander—Model Shoe Store; 
boots and shoes; recently incorporated. 


boots and 


boots, shoes, etc. ; 





FAILURES, EMBARRASSMENTS, Etc. 


ALABAMA — Huntsville — Newton-Anderson 
Clothing Co. ; boots, shoes, etc. ; reported petition 
in bankruptcy. 

CALIFORNIA—Los Angeles—A. Caine (‘East 
Side Bargain Center”) (4454 Whittier Blvd.) ; 

ts, shoes, etc.; reported assigned. 

GEORGIA—La Grange—Charles M. Graham; 


boots, shoes, etc.; reported petition in bank- 
ruptcy. 
ILLINOIS—Chicago—Jack Cotton; boots and 


shoes; reported assigned. 

Family Shoe Stores, Inc. 
St.) (also branches) ; boots and shoes ; 
petition in bankruptcy. 

Charles Haddin (‘‘Golden Rule Clothiers’’) 
(1986 Milwaukee Ave.) (2435 Armitage Ave.) ; 
boots, shoes, etc.; reported called meeting of 
creditors. ; 

Merriman & Rhodes (1920 Monterey Ave.) ; 

» Shoes, etc.; reported petition in bank- 
ruptcy. 


(1106 S. Halsted 
reported 


Axman Weiss Shoe Co., Inc. (303 W. Monroe 
St.) ; wholesale boots and shoes; reported called 
meeting of creditors for Oct. 28. 


Springfield—Rufus W. Lavely; boots, shoes, 


pas bong rie! petition in bankruptcy; reported 
receiver appointed. 
INDIANA—Indiana Harbor—Isador Given 


(“Bee Hive Dept. Store’) (3805 Main St.) ; de- 
partment store; reported offering to compromise 
at 15 per cent. 

1IO0WA—Keokuk—Larson Shoe Co., Inc. ; whole- 
sale and retail boots and shoes; repo. as- 
signed. 

MAINE — Oldtown — Louis K. Sklar; boots, 
shoes, etc.; reported petition in bankruptcy. 

MASSACHUSETTS — Boston — Robinson Shoe 
Co.; wholesale boots and shoes; reported offer- 
a | to compromise at 25 per cent. 

rockton—Craig Reed Shoe Co. (263 N. Main 

St.) ; manufacturers; reported called meeting of 
creditors for Oct. 27. 
. MICHIGAN—Ann Arbor—George Bittker (316 
8S. Main St.) ; boots, shoes, etc. ; reported petition 
in bankruptcy. 

Detroit—King Blair Co. (1456 Woodward 
Ave.) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

Harry Danto (11252 Mack Ave.); boots and 
shoes; reported petition in bankruptcy. 

MINNESOTA — International Falls—Guaranty 
Shoe Co.; boots and shoes; reported offering to 
compromise at 40 per cent. 

MISSOURI—St. Louis—Fred Wiedmer (5545 
Ss. = Blvd.) ; boots, shoes, etc.; reported as- 
signed. 


NEW JERSEY—Passaic—Joseph Zucker (306 
Passaic St.); boots and shoes; reported called 
meeting of creditors. 

NEW YORK—Brooklyn—Graceful Shoe Co., 
Inc.; manufacturers ladies’ turns; reported 
petition in bankruptcy. 

Cohoes—John F. Hannon (96 Remsen St.) ; 
boots and shoes; reported petition in bankruptcy. 

New York City—Geller-Goldberg Corp. (137 
Clinton St.); boots and shoes; reported petition 
in bankruptcy. 

Helfand Shoe Co., Inc. (116 W. Broadway) ; 
reported petition in bankruptcy. 

White Plains—Louis Underberger (49 Main 
St.) ; boots and shoes; reported petition in bank- 
ruptcy. 

Woodside—Morris Berg (‘“‘Berg’s Department 
Store’) (6023 Roosevelt Ave.) (also branch) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

NORTH CAROLINA—Roancke Rapids—Frank 
A. Horwitz (‘The Fashion Shop’’) ; boots, shoes, 
etc.; reported petition in bankruptcy. 

OHIO—Columbus—David B. Davies, Inc.; 
boots and shoes; reported receiver appointed. 

Sidney—William Crusey & Son; boots and 
shoes; reported petition in bankruptcy. 

PENNSYLVANIA — Northampton — Helen M. 
Seidel (‘‘The Fashion Shop’’) ; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Philadelphia—Rose Chesler (1605 Ridge Ave.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

Charles E. Hallahan, Inc. (60th and Chestnut 
Sts.) (and branches); boots and shoes; reported 
offering to compromise at 50 per cent. 

Frank A. Kramer (3609 Germantown Ave.) ; 


ts, shoes, etc.; reported petition in bank- 
ruptcy. 
Pittsburgh—Joseph Rosenberg (“National 


Men’s Shops’) (3713 Forbes St.); boots, shoes, 
etc.; reported petition in bankruptcy. 

SOUTH CAROLINA—Columbia—Lorick & 
Looney; boots and shoes; reported petition in 
bankruptcy. 

TEXAS—San Marcos—Chas. J. Ernst; 
and shoes; reported assigned. 

Waco—Davis Booterie; boots and shoes; re- 
ported offering to compromise at 25 per cent. 

VIRGINIA—Newport News—R. F. Hall, Inc. 
(3000 Washington Ave.) ; boots, shoes, etc.; re- 
ported offering to compromise at 20 per cent. 

WASHINGTON—Olympia—Glenn A. T. Powell 
(Powell’s Shoe Store) (505 Capitol Way) ; boots 
and shoes; reported assigned. 


boots 








NEW SHOE STORES 


New York, N. ¥.—Charming Slipper Co., Inc. 

New York, N. Y.—Paradise Theater Shoe 
Shop, Inc., Bronx. 
. East Rochester, N. Y.—Cardella Shoe Shops, 
ne. 

Salisbury, Md.—Goodman Department Stores, 


ne. 
Boston, Mass.—Stanford Shoe Co., 90 Ware- 
ham St. (mfr.). 
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Eaeeatatin, Pa.—Quaker City Shoe Co. 
mfr.). 
‘ Missal, Fla.—Palmer-Sutherland Shoe Co., Inc. 

Oswego, N. Y.—Army & Navy Store, 16 East 
— 

Osage, “Yewa—Gildner-Donsker Co. 

Adams, Ky.—J. Peck. 

Oakville, Tex. the Wimmer Store. 

St. Petersburg, Fla.—Mr. & Mrs. Oscar Low- 
rey, 346 Central Ave. (soon). 
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Gainesville, Fla.—M. Brownstein, 135 W. Uni- 
versity Ave. (soon). 

Elizabeth City, Mo.—Morrisette Shoppe. 

Edmonton, Alberta, Can.—Army & Navy De- 
partmental Stores, Inc. 

Kit Carson, Colo.—Mildred & Miriam Nye. 


oun Garden, Fla.—Williams Department 
ore. 

Waynesburg, Pa.—James Craft, West High 
St. (soon). 


Newnan, Ga.—Michael’s Department Store. 
Emmett, W. Va.—Elk Creek Store Co. 
Wilkes-Barre, Pa.—Natley’s Bargain Store. 
South end, Ind.—Shoe Mart, Inc. 
Rhinelander, Wis.—Model Shoe Store, Inc. 
Miami, Fla.—Palmer-Sutherland Shoe Co., Inc. 
Fairmont, W. Va.—Clyde S. Holt Co. 
DuBois, Pa.—The Thrift Shop. 

Brooklyn, N. Y.—Ber-Shan’s Shoes, Inc., 902 
Flatbush Ave. (soon). 

New York, N. Y.—Wm. Gildenhorn, 
Queens. 

New York, N. Y.—Bert’s Shoes, 709 Lexing- 
ton Ave. 

New York, N. Y.—Penn Delphia Shoe Shop, 
1420 St. Nicholas Ave. 
s Mayfield, Ky.—Faris & Lassiter, South Sixth 
t. 


Athens, Ohio—Goodrich-Buckeye Shop, 16 
South Court St. 

New York, N. Y.—Finger Shoe Shop, Inc. 
‘ Attleboro, Mass.—Phil’s Department Stores, 
ne. 

Emmet, W. Va.—Elk Creek Store Co. 

Portland, Ore.—Men’s Boot Shop, Inc. 

Gaylord, Minn.—Silverberg Bros. Co. 

Madelia, Minn.—Silverberg Bros. Co. 

New York, N. Y.—Lido Shoe Repairing Co., 
Inc. 

New York, N. Y¥Y.—Lewohanks, Inc., Kings. 

Pittsburgh, Pa.—Kuhl & Co. 

Sanford, Fla.—Woodruff’s Shoe Store, Inc. 

Canton, Ohio—D. Seitner & Co. (soon). 

San Francisco, Cal.—Kahn’s Department Store, 
1725 Fillmore. 

San Francisco, Cal.—Firestone Footwear Co., 
821 Market St. 

Bellingham, Wash.—Cozy Shoe Shoppe, 1326 
Commercial St. 

Portland, Ore.—Bloom’s Fit-Rite Shoe Stores, 
265 Morrison St. 

Pasco, Wash.—Taylor & Connor. 

Portland, Ore.—M. A. Pomerantz, 


Inc., 


671 East 


Alberta. 

Gold Hill, Ore—D. A. Davis, Pankey Bldg. 

Portland, Ore.—John O. Matson, 8219 Wood- 
stock Ave. 

Phoenix, Ariz.—Feltman & Curme Shoe Co., 
33 W. Adams St. 

Los Angeles, Cal -—West Coast Shoe Co., 833 S. 
Los Angeles St. 

Santa Monica, Cal.—W. B. Walk- 
Over Boot Shop, 1834 4th St. 

Roanoke, Va.—Roanoke Shoe Co., 


Reynolds 


Ine. 
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BOOTS AND SHOES 

M. Shoe Co., South Weymouth, aes, (<a 
Athtetie Shoe’ Ce. Chicago, Ill...........0.0- 142, 128 
Ault-Shackford oe Coe., Auburn, Me............. 105 
Ault- Witltameon'S Shoe Were BONUER, TEC... oc cccscce 105 
age Bs Te, BINT oe sicceccccccesesce 
Bass, G. H., & Co., Wilton, Me.............. 84. 


na Saliy Theatrical Footwear, Inc., 

Dt. sseskekdabiesénesesensountes> 
Best Ever Slipper Co., Brooklyn, N. Y 
Blog Shoe Co., Ine., ‘New York City 
Booth, Walter, Shoe Co., Milwaukee. ‘Wis. 











8 Shoe Mfg. Co.,  hiladelphia, a . 
Brown Shoe Co., St. Louis, Mo.................. 20-2 
Burdett Shoe Co., MMU, ScaccseGcadeccsncd 124 
I Fie TI I a on cbn sce csccivcdccoccress 130 
Chase, W. S., & Sons, ‘ilaverili BIOGE, 5i.00 ° 


Clapp, Edwin, & Sons, | East Weymouth 
Colt-Cromwell Co., Ine., New York City... 
Corcoran, Jos. F., Shoe Co., Brockton, Ma 


Dingley-Foss Shoe Co., Auburn 


Me. 01 
Dodge, Bliss & Perry Co., Newburyport, Mass...... "5 


Eaton, Chas. A., Co., Brockton, Mass 
Ebberts, John, Shoe Co., Buffalo, 
Eby Shoe Co., Ine., ae. Pa 
Edueator Shoe Corp. of America, Ww 
Edwards, J 4% Co, Philadelphia, Pa 
Emerson Shoe Co., Gardiner, Me 
Enna Jettick Shoes, Ine., Auburn, N. ¥ 

Evans, L. B., Son Co., Wakefield, ee 122 


Friedman, B., Shoe Co., New York City.......... 104 


Garofalo Bros. Shee Co., Brooklyn, N 
Gilbert Shoe Co., Thiensville, Wis 
Green, Daniel, Company, Dolgeville 
Green Shoe Mfg. Co., Boston, Mass. 








Gustin, M., Co., New York City......./02200022., 124 
Heel Hugger Shoes, Inc., Auburn, N. Y........... 97 
Howitz, }* agg-~3 Co., New York Tr { 

Hoyt, F. M., Shoe Co., Manchester, N. H..104, 115, 120 
Ideal Baby Shoe Co., Danvers, Mass............... 126 


Johansen Bros. Shoe Co., St. Louis, Mo........... 2 
Juvenile Shoe Corp., Aurora, Mo.................. 19 


Kendall Shoe Comesey, Haverhill, 
Killoran, as. M., Lynnfield, Mass....... ‘ 40 
Kreider, A. S., Shoe ‘a, Annville, Pa oe 
Kreider, A. &: Shoe Mfg. Co., Elizabethtown, Va... 87 








Laird, Schober & Co., Philadelphia, Pa............ 28 
Loewendahl, Walter, Shoe Co., New York City..... 77 
Lumbard, H. G., Sh joe Co., Auburn, ree 99 
Lyons & Company, New York SG dc sbdscneeecewt 114 
as — eae Rubber & Woolen Mfg. Co., Mishawaka, 

_ SEPTTECerey Tey Tee eT PTT Tere re 
Musebeck Shoe Co., Danville, Ill.................. 5 


Natural Griépe Shoemakers, Lynchburg, Va. 
National Equipment Service, New York City. 
Nettleton, A. E., Syracuse, N. Y. 








O'Donnell Shoe Co., St. Paul, Minn.............. 114 
Old Colony Shoe Co., Brockton, Mass.............. 120 
Packard, M. I SR Ss cack vcacaue 89, 120 
Pedigo-Lake Shee o. op GR. Louis, Mo......... 2nd Cover 
Peters, Branch of 1. S. Co., St. Louis, Mo........ 116 
Red Wing Shoe Gene Red Wing, Minn............. 
Reed, E. P., & Co., Rochester, N. Y... 

Restful Slipper Co. be New York SR ate 
Richards & Brennan Co., a Mass. ! 
Robinson-Bynon Shoe Co., Auburn, N. Y 

Roth Shoe Co., Philadelphia, eee 


Shaft-Pierce Shee Co., Faribault, Minn. 
a Manufacturers Board of Trade, 


Smith, J. P., Shoe Co, Chicago, Ti... 





Stacy, pa] Co., Brockton, Mass................. 120 
Stetson Shoe Ce., South Weymouth, Mass........... 85 
Tupper Slipper Co., Brooklyn, N. Y............... 83 
Vitality Shoe Co., St. Louis, Mo.................. 1 


United States Rubber Co., New York City. . Front Cover 
United States Shoe Co., Cincinnati, Ohio. .57, 58, 59, 60 


Wolf, Sam B., Sons Co., Cincinnati, Ohio......... 103 








A BUYING GUIDE TO 
OUR ADVEIATIZ ERY 
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LAS Sn ws 





LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass...........+.+--00+++ 4 
Amalgamated Leather Co., Mtvlimington, SS 
American Hide & Leather Co., Boston, Mass..... 24- 2 
Amer, William, Co., Philadelphia, Pa............- 
Barbour Welting Co., Brockton, Mass.............- 90 
Bayer-Robertson Leather Co., New York City...... 8 


Dewey & Almy Chemical Co., Cambridge, Mass.... 53 


Essex Rubber Co., Trenton, N. 
Evans, John R., & Ge., Camden, N. 4........... 


Goodyear Tire & Rubber Co., Akron, Ohio 
Hale, Alfred, Rubber Co., North Quincy, Mi Mass... 18-19 


Hamel, L. H., Leather Co., Haverhill 4th Cover 
Heyman, Mareus, New York City................. 108 








Levor, G., & Co., Ine., Gloversville, N. Y...... 6, 7. 9 
Peters Bros. Rubber Co., Brooklyn, N. Y.........-. 70 
Skinner, William, & Sons, New York City......... 66 
Zapon Co., Stamford, Conn................20+-+e08 94 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass.................. 140 
Conaway-Winter Studios, Brooklyn, N. Y.......... 73 
Mears, Fred W., Heel Co., Inc., Boston, Mass...... 106 
New York Last Co., New York City............... 68 
Original Marvelous Dye Co., Brooklyn, N. Y....... 98 
Summitt Thread Co., E. Hampton, Conn........... 72 
United Last Ce., Boston, Mass.................... 82 


United Shoe Machinery Corp., Boston, Mass.12, 131, 139 
Waldes Koh-i-noor, Inc., Long Island City, N. Y...127 


SHOE ACCESSORIES 





Bow-Craft Co., New York City...............0008 114 
Fit Rite Overgaiter Co., Philadelphia, Pa......... 135 
King, C. G., & Co., Providence, R. I............ 93 
Miller, 0. A., Treeing Mach. Co., Brockton, Mass.. 88 
Pats Co., The, Dawbuty, Comm... ..cccsccccsscsecss 126 
Riker Co., The, Newark, N. J.......cccsccccccees 75 
Oe IR: OR, CN, BE a6 bss co ceerseceny 121 
Shoe Lace Co., Ltd., Providence, R. I............. 118 
Rauh, S., & Co., New York City.................. 76 
Vamp Guard Co., New York City..............006 135 
Vanity Novelty Works, Brooklyn, N Rocsesswaseee 15 
Williams Mfg. Co., Portsmouth, Ohio............. 130 
SHOE STORE EQUIPMENT 
Camden Aircraft Co., Cnicago, Ill................ 134 
Dave’s Display Decorations, New York City........ 135 
Greenbaum Woodworking Co., New York City...... 74 
Pollinger, M. D., Co., Cincinnati, Ohio........... 134 
Gree Porm Oa., Ambore, Wo Wiss sccccccscccscecs 132 
Whitcher, Frank W., Ine., Boston, Mass........... 14 
Vamp. Caser Go., Chicago, Til....ccccsccccscccccce 135 
X-Ray Shoe Fitter, Inc., Milwaukee, Wis.......... 102 
MISCELLANEOUS 
American Weekly, New York City................ 17 
Glauberg, Max, New York City................00. 135 
Hotel Bretton Hall, New York City............... 135 
Hotel Forrest, New York City...............s000. 15 
Hotel Paramount. New York Ciiy.. esmnsnaiend 114 
Hotel Shelton, New York City..... .. 98 
Hotel Vanderbilt, New York Ciiy: . 136 
Hotel Winthrop, New York City....... 0835 





Kirseh-Blacher Co., Ine., New York City.......... 135 


Mandel Engraving Co., Milwaukee, Wis............ 135 
Marbridge Bidg., New York City 


National Shoe Retailers Association, Chicago, Ill...110 





Poster & Deutsch, New York City................. 135 
Simon, 1., Co., New York City.......... «135 
Stephenson Laboratory, Boston, Mass. ..134 
United Hotels of America...............0....0005 100 


Willmark Service System, Inc., New York City.3rd Cover 
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Personal Customer Contact Pays 
[CONTINUED FROM PAGE 54] 


until the end of the season, as is usu- 
ally done. We feel sure that our cus- 
tomers would rather secure fashionable 
shoes right now—and that they will 
appreciate the opportunity to select at 
their leisure, rather than in a bargain 
sale.” 

To a new customer: “We are very 
pleased to note that you have become 
a customer of our shoe department, and 
we certainly hope that you will be 
pleased with the slippers you have just 
purchased. 

“You will perhaps be interested to 
know that for your convenience we keep 
a permanent record of your size and 
last, which can be referred to when 
ever necessary. In this way, we are 
able to improve our service to you 
when you come in again, and we can 
also let you know from time to time 
about the new tnings which we re- 
ceive in your size. 

“We want you to know that we ap- 
preciate your patronage very much, and 
we are always ready to assist you in 
every way we can in the careful selec- 
tion of your shoes.” 

A letter to an old customer: “Your 
judgment in selecting a pair of suede 
shoes for Fall was absolutely fashion- 
right, and we thank you for the pur- 
chase. All fashion authorities agree 
that suede slippers alone can complete 
the Fall ensemble. 

“May we take this opportunity to ex- 
press our appreciation for your patron- 
age and also to inform you that the 
Innes Shoe Department enjoys the rep- 
utation of showing the largest selec- 
tion of smart and authentic footwear 
fashions of any store in the Middle 
West. We would consider it not only a 
favor, but an honor, if you would rec- 
ommend our shop to your friends. F 

“Again thanking you for your recent 
purchase and trusting that we may 
merit your continued favors. 

“P, S. We enclose with our compli- 
ments a suede brush which will keep 
your shoes looking nice for a long 
time.” 

To a second pair customer: “We 
have written you before in regard to 
the Famous Foot Saver Shoes, but we 


desire to thank you for your purchase . 


of a pair of these shoes on Monday. 


“As you have worn these shoes be- 


fore, you know the comfort, quality and 


style derived from each and every. 


pair.” 
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se that a shoe brush is just 
as essential to your customers as a 
clothes brush. Keep Repco Brushes and 
Daubers displayed where your custom- 
ers can see them. The gripping groove 
on the brush and the easy hand fitting 
handle on the dauber allow a solid grip 
without hand cramp. The “live” bristles 
are securely fastened in handles of well 
seasoned wood. Repco Brushes and 
Daubers sell easily and pay you an 
attractive profit. 


For Sale By Shoe Findings Dealers 


UNITED SHOE MACHINERY CORPORATION 


13¢ 


BOSTON, MASSACHUSETTS 








Good shoes, yes- 





I 


ut 


- - - YOU CAN 
MAKE BETTER 
wtth— 
























ap tly 


! These 8 HIDDEN VALUES 
built in with a putty knife 
1 Resists Moisture 

2 Assures uniform flexibility 
3 Prevents squeaks 

4 Will not crawl or bunch 


5 Prevents air pockets 

6 Assures even wear 

7 Adds the wear of a Middlesole 
8 Helps you sell more shoes 


INVISIBLE MIDDLESOLE 


A VULCO PRODUCT made by 


BECKWITH MANUFACTURING COMPANY 
STATLER BUILDING - BOSTON, MASS. | 
(A 3 
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A putty knife is all the equipment you need 
for filling your shoes with Invisible Middlesole . . 

building better shoes. Invisible Middlesole spreads 
like putty and in one simple operation you have 


added all of the many outstanding advantages this 





new scientific bottom filler affords. 


Send for a sample can today 
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MANUFACTURERS AND RETAILERS 


FACTORY AND EXECUTIVE OFFICES 
62 MELCHER STREET, BOSTON 


October 22 1931 


Willmark Service System, Inc. 
250 W. 57th St. 
New York City 


Gentlemen: 


We are very glad to say that our association with your 
organization since 1926 has been extremely satisfactory. 


Your organization has been impartial and fair-minded. 
We secure from you what we consider a reliable report 
from an outside source which is impartial and which ad- 
vises us as to the following conditions: 


(1) the appearance of the store 

(2) the appearance of the show windows 

(3) the number of our employees on duty 

(4) the proper or improper recording of a sale 

(5) the courtesy and service rendered by our 
salesman in the handling of a sale. 


Our employees know that we are employing your service, a 
fact which acts as a deterrent against dishonesty and dis- 
courtesy. Two or three times a year we send our reports 
to our shops so that the managers may read them over. This 
enables the manager not only to judge his salespeople, but 
also to determine his own rating, if excellent, good, fair, 
or voor. 


We have used your service for the past five years and in that 
time you have been a material help in increasing the selling 
efficiency of our employees and in lessening the opportuni- 
ties for dishonesty in our shops. 

Yours very truly, 


French, Shriner & Urner, Inc. 


Ww. P. Burnham/EF Secretary MAB nner, 
s. 





So frank and open, so obviously sincere in its expression is the above letter, 
that we have decided to dedicate to it this advertisement. 


It is not our opinion we are setting down in this space and the executive 
whose comments we have quoted has made a serious effort to judge the 
value and worth of our service. 


Write today for full details about Willmark Service. 


WILLMARK SERVICE SYSTEM 
250 W. 57th St. 


An effective safeguard 


INC. 


Traveling all over all the time 









New York City 


against human frailties 








Mr. Fred Hoffman 
of THE H. C. GODMAN CO. 
COLUMBUS, OHIO 


SQYS .. - “Achievement has its own 
reward. Your remarkable 


growth in the past few years is 
sufficient evidence of the merit >) J 
of your product.” ! E R PEC T 4 

LINING | 


Mr. Hoffman refers to the phenomenal increase in the use of HAMEL LIN- 3 A\ 1 io iS | 2S 
ING LEATHERS year after year. Even with business conditions below normal, ASE = =o 
shipments for the first nine months of this year are more than thirty per cent 

ahead of 1930. HAMEL LINING LEATHER must be better! 


L. if. HAMEL LEATHER co. 


SPECIALISTS IN LINING LEATHERS 
TANNERY AT HAVERHILL, MASSACHUSETTS IN ( le 
BOSTON SALES OFFICE: 164-168 SOUTH STREET m 


WILLIAM G. BLAIN GEO. W. NEWMAN JOSEPH S. SALOMON 
Philadeiphia Pa. a on ieee Salomon » 4 
une 2 DaILey “co. olumbus, 0 New York City 
Louis, Mo. oe he F. DOLL & COMPANIA 
JOMN T, QUINN » Paul, nn, Havana, Cuba 


Rochester, N. A. pn age A aa co &. ' H. — 
ontrea na aukee 8. 
Oe. i EMCEAN re : 
. RAYMOND H. THAYER 
Gincinnati, Ohlo London, England . 














